, 


SNALLY 


RAND M 


y A 
©) 
_ 
< 
U 
at 
[-*) 
pom | 
a. 


ANK 





Can’t teach an old dog NEW tricks! 


Maybe not. But we’ll bet our last income tax exemption even 
Rover could operate Monroe’s 410 Adding Machine—it’s that easy. 


And efficient! This work-hungry Monroe gobbles figures, M re) N R re) gE 
eats ’em alive with one steady, effortless ““Rhythm-add”’ 

cadence of operation. Add exclusive “‘Velvet Touch’’—Monroe’s A D D i N G 
matchless simplicity, ease of operation — and 


you have a machine that more than earns its a M AC H ! N E 


keep anywhere you use it in your bank. 


hes v ; <x Glareless 
Operators using Monroe ““Rhythm-add” report a if is j 


“Cushion-topped” Keys 
10 per cent increase in speed and output after 


*< Direct Subtraction 
only the first few days of operation! 


: , : ; SS << “Velvet Touch” 
Put that time-saving efficiency to work ee 


Ease of Operation 
for you. Call your local Monroe 


<x Automatic 


representative listed in the classified section Credit Balance 


and see this figure-fighting Monroe 


MONROE 


MACHINES FOR BUSINESS 


Monroe Calculating Machine Company, Inc., General Offices, Orange, New Jersey 


Versatility 
in action. Today! 





"Our Wew York collections 7 Weve used 


Bankers Trust for about 20 years, Harry. 
Did you know they microfilm all transit 
items payable outside of New York for 
their correspondents’ protection 7” 


TIGE-SPEFD collection service through Bankers Trust 


Where collections are concerned, it’s 
accuracy, speed and dependability 
that count. 

When your bank sends its checks, 
notes, drafts, trade acceptances and 


bills of exchange to us for collection, 
you receive prompt and dependable 
service—twenty-four hours aday. All 
transit items payable outside of New 
York are microfilmed for your 
protection. 

Modern, high-speed equipment, 
plus careful work by experienced 
personnel, insure that your bank ob- 
tains the proceeds of its collection 
items with maximum speed. 


To further minimize delay, you 
are invited to write us with a view 
to securing full benefit from mail 
and express schedules— both rail and 
air. 

In addition, our experienced Col- 
lection Department receives millions 
of coupons and bonds for collection 
every year. No matter how great our 
volume may be, particular attention 
is given to items that require special 
handling. Coupons and bonds are 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


examined to expedite presentation 
and minimize “returns.” 

Through our experienced Foreign 
Division, we can also give you fast 
collection service on your foreign 
items. 

For full information on the col- 
lection service in which you are 
interested, please write Banking 
Department, Bankers Trust Com- 
pany, 16 Wall St., 

New York 15. 








TO US THIS PHRASE connotes, “This 
is the way it looks to us—ours is 
just another viewpoint with an- 
other perspective, and is presented 
with the hope that it will prove 
of interest as such regardless of the 
degree or extent of agreement or 
disagreement which it encounters.” 


On this month’s cover is the age- 
old symbol of relative values, the 
balance. Depicting as it does the 
lessened value of the dollar in terms 
of the material things that go to 
make up the American standard 
and way of life, it symbolizes quite 
accurately the condition and trend 
of things economic in our time. 


“It’s the Set of the Sail’’ 


It is the trend, rather than the 
condition, that is frightening. It is 
difficult to conceive of a condition 
so bad that the American people, 
motivated by devotion to correct 
principle and under guidance and 
leadership similarly motivated, 
could not overcome. The record is 
perfectly clear on that point. All 
issues and problems which have 
been squarely and honestly met 
have only served to test our mettle 
and make us stronger and better 
for the experience. But we seem 
to have taken an opposite course 
and can only expect opposite re- 
sults if that course isn’t changed. 


The whole question of what 
should be done about it is vastly be- 
yond the comprehension of most of 
us. The many moral, economic and 
political aspects of the problems 
presented will yield only to myriad 
attacks on as many fronts. Each 
contingent will simply have to take 
its own facet of the whole problem 
and deal with it as best it can. 


While the banker’s active inter- 
est and concern extend into every 
phase of these problems, money is 
his stock in trade and the subject 
upon which he can speak with the 
greatest authority. And what bank- 
ers are saying about deficit financ- 
ing in a time of real prosperity and 
the threat it holds for the purchas- 
ing power of our dollar, makes 
perfect sense. One just can’t go on 
and on adding water to milk and 
still have milk. 

To get over, for a moment, into 








From Where We Séit..... 


another phase of the current dis- 
cussion of measures and policies 
essential to the achievement and 
maintenance of a sound currency, 
we have been unable thus far to 
generate any considerable amount 
of enthusiasm for the view that we 
must go back to a gold coin stand- 
ard and that redeemability is an 
absolute prerequisite to soundness. 
Here, we are frank to confess, our 
thinking hasn’t congealed and is 
admittedly inexpert. That, it occurs 
to us, may be the best of reasons 
for exposing it. 


Fiscal Integrity, Not Redeemability, 
The Issue 


The fact would seem to be that 
we still have a pretty good dollar 
and that, as far as its near-term 
purchasing power is concerned, it 
is going to get quite a bit better. 
Just now it seems to us that any 
lack of soundness in the dollar is 
due more to a lack of fiscal integ- 
rity than to a lack of redeemability. 

A prerequisite to any kind of 
soundness, with or without re- 
deemability, is the achievement of 
a balanced budget and the develop- 
ment of fiscal surpluses. That will 
become possible only when the vot- 
ing population manifests a higher 
regard for the long-range welfare 
of our country as a whole than for 
its own immediate selfish interests. 
The only available and effective 
alternative to ultimate disastrous 
monetary inflation is to bring the 
people to their senses, and for re- 
sponsible men and women every- 
where to take a stand against 
federal hand-outs, in whatever 
form. When that change of attitude 
is finalty brought about, if it is, 
redeemability will have become an 
altogether academic issue. Create 
the conditions which will make re- 
deemability possible and feasible, 
and you won’t need it. 

There is constantly increasing 
evidence that bankers and other 
business leaders of the country are 
steadily becoming more convinced 
that the crying need right now is 
for positive corrective Measures— 
and that means an aggressive cam- 
paign to bring ideas and attitudes 
generally into line with the facts. 






That means, in turn, adult educa- 
tional programs at every level, be- 
ginning with ourselves. 


We referred last month to the 
program of General Electric Com- 
pany, and feel we can do no better 
at the moment than to quote a little 
further, Mr. L. R. Boulware, vice 
president of that company: 


“*We’ bankers ought first of 
course to be sure we ourselves 
understand economics in general 
and money in particular. And then 
we ought to get ourselves—and get 
all our customers, and employees, 
and neighbors—to act .with eco- 
nomic horse-sense in personal ac- 
tions. We ought to see that the 
same is demanded of representa- 
tives in government, in unions, in 
business, and elsewhere. 

“If the bankers really got busy 
advising people on money—advis- 
ing them in those monthly state- 
ments with the returned checks, 
advising them in the bank’s public 
advertising, advising them in city- 
wide economic courses the bankers 
could help sponsor, advising them 
in investors’ associations which 
might be gotten together locally 
and made up of people who want 
their savings preserved—then there 
would soon be much less of this 
steady depreciation in the value of 
the money in the supposed safe . 
custody of the bankers.” 


What Are You Doing? 


Many bankers are engaging or 
participating in some sort of edu- 
cational program. Still others would 
like to do so, but do not quite know 
how to go about it. Bankers 
Monthly wants to supply the infor- 
mation, encouragement and support 
needed by the latter out of the 
experience of those bankers who 
are already identified with success- 
ful educational projects. All news 
and information regarding such 
projects, regardless of their size or 
nature, will be most welcome, and 
will be placed at the disposal of 
all who want it. 
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For information 
call the nearest 
PB office... 


or send coupon 


It counts 


> imprints, codes, cancels 


paper forms 


> tickets, tabs, transfers, 
sales slips, receipts, etc. 


including $$ 


> currency, checks & coupons 


accurately 


> wholly automatically 


fast! 


> 500 to 1,000 
per minute 


G Pitney-Bowes 
TICKOMETER 


Counting and Imprinting Machine 


Made by the originators of the postage meter... 
offices in 93 cities in U. 8. and Canada 


Feeds and stacks automatically ... records full 
and part runs on visible registers. ..So much faster 
and more accurate than manual counting that 
it shows big savings in both time and clerical 
costs . . . Already in use in hundreds of banks, 
stores, industries, transportation and amusement 
companies ... Call the nearest PB office, or send 
coupon for booklet. 


PrtNEY-BoweEs, INc. 
3833 Pacific St., Stamford, Conn. 


Please send illustrated Tickometer booklet to: 


Name 





Firm 
Address 
City 




















Today, more banks prefer 
Mosler-Duplex Auto-Teller 
banking than any other...That 
means — when you provide 
your depositors with complete 
Mosler-Duplex Auto-Teller 
Service, you know that you have 
installed the most modern, 
tested means to speed transac- 
tions— increase the customer- 
appeal of your bank. 


The Mosler-Duplex Drive-In 
Window and Curb Teller are 
natural business builders... 
proven in service by hundreds 
of progressive banks... . 


They draw favorable 
community attention to your 
bank and daily remind 
passers-by of its forward- 
looking character .... 


They help you serve more 
customers, more often... in 
many cases, over 500 per day! 


Moreover, each Mosler- 
Duplex unit is backed by 

the reputation of the largest 
builders of safes and 

vaults in the world — the 
company that does more 
business in the drive-in 
banking field than any other. 
For maximum convenience 
for your customers — for 
greatest banking efficiency 
and protection for you — 
choose the auto-teller 
equipment most banks prefer 
. . . » Mosler-Duplex!! 


Write us today for full 

details on these profitable 
Mosler-Duplex banking units. 
We'll send you valuable 
information, promptly. 
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NEW CONVENIENCE! UTMOST PROTECTION!—Any customer enjoys the 
modern convenience of banking right from the car door! And with a Mosler- 
Duplex Drive-In Window your bank gets utmost protection, because the unit 
features a bullet-resistive glass and steel enclosure; two-way speaker; package 
and payroll receiver; and gunport. Let us show you how quickly and easily a 
Drive-In Window can be installed in your bank building. 


BUSY MOTHERS LIKE IT!—Yes, to busy mothers, especially 
those with small children, Drive-In Banking is a blessing. No 
— problems! No standing in line with restless children! 

o time wasted from shopping duties! Now—they can make 
a deposit or cash a check from the car door—in less than a 
minute! No wonder these really modern banks are so popular 
with women! 
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Again...Banks look|{ 
Complete “Drive-in” 
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to Mosler for 


Banking Service! 
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LOCAL BUSINESS PROFITS—You’ll be helping local busi- 
ness, too, when you install a Mosler-Duplex Drive-In Window. 
For shopowners, route drivers— all businessmen— it offers quick 
banking service, any hour of the day, even when traffic and 
parking congestion are heaviest. 


THE SNORKEL... 
EXCLUSIVE MOSLER- 
DUPLEX CURB TELLER! 


It’s the patented Mosler- 
Duplex unit! This exclusive 
Mosler-Duplex Curb Teller 
saves time for depositors 
boosts business for you! 
Banking facilities are located 
beneath the sidewalk, but 
visible to the depositor-in- 
auto through a special mirror 
arrangement. Street-level kiosk 
features teller door, two- 
way microphone, speaker, 
clock and call bell. An 
elevator with push-button 
controls quickly completes 
transaction ... It’s a modern 
miracle for customer 
convenience and banking 
efficiency. 


Mésler Safe c. 


fr i / amma N82: Main Office: 320 Fifth Avenue, New York 1, N. Y. 
Builders of the U.S. Gold Storage 
Vault Doors at Fort Knox, Ky. 





Offices in principal cities. Factories: Hamilton, Ohio 
Largest Builders of Safes and Vaults in the World 
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TESTED RESULTS! 


Mr. Russell J. Apgar, President, 
First National Bank, Roselle, 
N. J., writes: 

“In one year alone (1948) our 
bank handled 62,664 transactions 
through our Drive-In Window 
... Our customers like this new 
convenient service and we have 
had many new accounts as a 
result.” 


Mr. Howard Cooper, Cashier, 
Union National Bank of Lowell, 
Lowell, Mass., writes: 

“We find that for the last two 
weeks more than twelve hundred 
cars have used the Drive-In 
Window each week, which is in 
the vicinity of two hundred and 
fifty cars a day for a five-day 
week... It has filled the need that 
we have long felt in providing a 
place where our customers could 
make a quick deposit or cash a 
check without wasting time, 
finding a place to park or stand- 
ing in line at a teller’s windew.” 


Mr. E. M. Kullgren, Cashier, 
The Colorado State Bank of 
Denver, writes: 

“We are happy to report that we 
are exceptionally well pleased 
with the operation of our Curb 
Teller. By increased demand, our 
customers have daily demon- 
strated their approval and we 
have served as many as 140 cars 
in a day.” 


Mr. Henry A. Barnes, Director, 
Traffic Engineering Section, 
City and County of Denver, 
Colo., writes: 

“... We feel that these 
installations are just good busi- 
ness for the City because we 
traded, in this instance, 3 parking 
spaces for 150 spaces, that would 
be necessary had the customers 
had to park their cars and enter 
the bank to carry on their 
business.” 














Forty Fi lh 


ANNUAL SS 


TATEMENT 


DECEMBER 31, 1949 


ASSETS 


United States Government Bonds . 


All Other Bonds 
Preferred and Guaranteed Stocks 


Common Stocks 


Capital Stock of Vigilant Insurance Company 


Cash 


Premiums Receivable not over 3 months due 


Other Assets 


ToTraL ADMITTED 


\SSETS 


$17,856,032 
1,397,791 
3,890,485 
12,738,236 
LAS TALT 
5,982,710 
552,156 
S1O418 
$46,985,245 


LIABILITIES 


Unearned Premiums . 
Outstanding Losses and Claims 
Dividend Payable . 


Taxes and Expenses . 


Funds Held under Reinsurance Treaties 


Non-Admitted Reinsurance 


‘ToraL LIABILITIES. EXCEPT CAPITAL 


Capital Stock . 


Surplus 


Unrealized Appreciation of Investments 


Surplus to Policyholders 


TOTAL . 


$9,877,803 
5.315.113 
320,000 
2.165,642 
601,012 
1.128.940 
$22,108,510 
$4,000,000 
16,691,556 
3.885,179 
$24,576,735 


$46,985,245 





Investments carried at $1,115,562 and Cash of $8,000 are deposited with government authorities as required by law. 


DIRECTORS 


HENDON CHUBB, Chubb & Son 


WILLIAM GAGE BRADY, Jr., Chairman of the Board, 
The National City Bank of New York 
HAWLEY T. CHESTER, Chubb & Son : 
PERCY CHUBB, 2nd, Chubb & Son 
LEWIS A. LAPHAM, President, 

t{merican-Hawaiian Steamship Company 
EDMOND J. MORAN, President, 


Moran Towing & Transportation Co., Inc. 


FEDERAL 


INSURANCE 


ALEXANDER C. NAGLE, President, 
The First National Bank of the City of New York 


J. RUSSELL PARSONS, Chubb & Son 


JOUN W. STEDMAN, Chairman of Executive Committee, 
St. Louis-San Francisco Railway Co. 


LANDON K. THORNE 


HAROLD T. WHITE, White, Weld & Co. 


COMPANY 





CHUBB & SON, Managers 


Ocean and Inland Marine « 


‘Transportation 3 


Fire and Automobile 


Aviation Insurance through Associated Aviation Underwriters 
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Livbiob 
ANNUAL STATEMENT 


DECEMBER 31, 1949 


ASSETS 
United States Government Bonds . . . . 2... 0... $19,013,134 


All Other Bonds Pe ae ee ee he ee 1,450,099 





Preferred and Guaranteed Stocks. wc ipa a heels las re 
Common Stocks. < she cae ene gee 
CMM 26k. «aa ree 
Premiums Receivable not over 3 months due . . . . . . 1,326,603 


Other Assets. ape oe 617,989 


Torat Apmitrep Assets ....... . . $35,881,880 


LIABILITIES 
Unearned Premiums... .. . . Ke es 0-44-% ~ See 
Outstanding Losses and Claims . . ee ee oe 
Taxes, Expenses and Commissions... ...... . 2,152,092 
Funds Held under Reinsurance Treaties place iey. us 1,384,518 
Non-Admitted Reinsurance ; 2.580.001 
Tora LIABILITIES, EXCEPT CAPITAL. $19,236,982 
Capital Stock ee . . . . $2,000,000 
Surplus ' wa. « HGS 
Unrealized Appreciation of Investments .. . . 2,443,249 
Surplus to Polieyholders . $16,644,898 
Tora ; . . . . 335.881.880 


Investments carried at $1,294,677 are deposited with government authorities as required by law, 





DIRECTORS 


HENDON CILUBB, Chubb & Son 


A. M. ANDERSON, Chairman of Executive Committee, JOUN T. JONES, President 
J. P. Morgan & Co., Incorporated EMORY S. LAND 
PRESCOTT S. BUSIL, Brown Brothers Harriman & Co. : 


CURTIS FE. CALDER, Chairman of Board, NATHAN MOBLEY 
Electric Bond and Share Company ; 


PERCY CHUBB 2nd, Chubb & Son JUNIUS L. POWELL, Chubb & Son 


CLINTON HL. CRANE, Chairman of Board, REEVE SCHLEY 
St. Joseph Lead Company CARROL M. SHANKS, President, 
*WILLIAM A. HAMILTON The Prudential Insurance Company of tmerica 


*Deceased January, 1950. ARCHIE M. STEVENSON, Bigham, Englar, Jones & Houston 


UNITED STATES GUARANTEE COMPANY 


CHUBB & SON, Managers of the Casualty Department 


President, 
fir Transport Association of America 


Executive Vice-President 














Fidelity 5 Surety a Casualty 


Aviation Insurance through Associated Aviation Underwriters 






























\\ You get better results when 
| you talk the same language 


Mr. Guy C. Kiddoo, Vice-President in 
charge of Division I, discusses petro- 
leum financing with one of the many 
oil men who use The First in Chicago. 
This bank for many years has led the 
way in loans on oil underground, and 
annually loans millions to producers, 


refiners and marketers. 


DIVISION I 


Guy C. Kippoo 















} ice-President 


ei AE ictal tice Cte Under the unique Divisional Organization of The First National Bank of Chicago, 
GLENN M. Forean {sst. Vice-Pres. the officers of each division are intimately acquainted with the activities, trends 
Joun E. Drick {sst. | ice-Pres. 


and problems of the industries on which they concentrate their efforts. 


Joun A. Overtock, Asst. | ice-Pres. spa le ’ ink : Ops : 
iii enacts is dali Division I, for instance, specializes in the petroleum, building material, 
Freperic E. Lee dssistant Cashier construction and furniture industries, and allied lines of business. Each of nine 
Atvin C. Jounson {ssistant Cashier 


other divisions operates in its own specialized field. 

So, no matter what business you are in—no matter whether it is large or 
small—you and the particular group of officers of The First National Bank with 
whom you discuss your financial requirements thoroughly understand each other. 


And . . ° you get better results when you talk the same language. 









Epwarp E. Brown, Chairman of the Board 





James B. Force an, | ice-Chairman Homer J. Livincston, President 





Haroup V. AmupBerc, J ice-President Huco A. AnpERSON, J ice-President 








Wavrer M. Heymann, | ice-President Hersert P. Snyper, | ice-President 





BUILDING WITH CHICAGO 
SINCE 1863 







The First National Bank of Chicago 


DEARBORN, MONROE AND CLARK STREETS 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Banking Risks: Past, Present and Future 


By ROLAND |. ROBINSON 


Professor of Banking, Northwestern University, Evanston, Ill. 


The author concludes from an analysis of the ability of our banking struc- 


ture to withstand the impact of the next depression, that a reduction of 
the FDIC assessment to at least the extent prescribed by the Maybank 


formula, is amply supported by fact and theory. 


questions bearing on the ade- 
quacy of the Federal Deposit 
Insurance 


Te RECENT thorough airing of 


Corporation’s reserves 
Suggests the timeliness of a fresh 
treatment of the question of bank- 
ing risks, particularly with refer- 
ence to the ability of our banks to 
withstand the impact of the next 
depression without leaning too 
heavily on the FDIC. Just how 
great are they? When Federal De- 
posit Insurance was initiated, the 
banking system had just endured a 
great disaster. The unfavorable 


experience with state deposit in- 
surance systems was still freshly 
recollected. Figuring a proper rate 
for deposit insurance was largely 
guesswork. 

The Federal Deposit Insurance 
Corporation presented a large re- 
search study of banking losses in 
its first annual report. This study 
showed that in approximately 70 
years from the war between the 
states to the Great Depression, an- 
nual losses on unsecured deposits 
within the $5,000 insurance limit 
averaged about one-fourth of one 


9 


per cent. A sober view of the past 
certainly made the one-twelfth of 
one per cent rate seem reasonable; 
certainly not excessive. 

But this study also disclosed one 
other fact; a fact that has been 
impressive in Federal Deposit In- 
surance thinking since that time. 
This fact was that banking losses 
were concentrated in depression 
years. This fact was hardly sur- 
prising. It was, indeed, almost self- 
evident. But the degree of its truth 
was the surprising part. This study 
showed that over the 70 years cov- 
ered, 14 critical years accounted 
for over five-sevenths of all insur- 
able bank losses. The remaining 
two-sevenths was spread over the 
other 56 years. Converted to a per 
annum basis, it meant that the risk 
of loss in a bad year was roughly 


Above: A Normal day at the New York 
Stock Exchange. “The marks of a highly 
speculative boom-bust cycle have not yet 
emerged.” 








Roland |. Robinson 


ten times as great as during more 
ordinary periods! 

This impressive fact and its impli- 
cations has continued to dominate 
thinking about deposit insurance. 
It has been repeatedly averred that 
deposit insurance has not yet been 
tested. The assessment rate, admit- 
tedly far greater than the rate of 
prevailing loss, might be hardly 
adequate if a truly severe depres- 
sion should emerge—or so the 
argument runs. 

It is dangerous to disregard ex- 
perience. The past has a way of 
haunting the present. But does past 
banking experience now apply in 
all forms? Can the undisputed loss 
experience of the past be used to 
forecast future risks? The changes 
in banking have been so vast that 
the old precedents may no longer 
apply. Newer facts are the ones 
that will control the shape of the 
future. 


Bankers hardly need to be told 
about these changes. Anyone who 
has compared the banking state- 
ments of just half a generation ago 
with recent statements must be 
struck by the changes. The vast 
growth in holdings of Federal Gov- 
ernment obligations is the most 
obvious change but not the only 
one. Banking is a bigger business— 
banks are responsible for the han- 
dling of many more dollars. Some 
further changes are not so evident 
in banking statements: security 
holdings are in shorter-maturity 
form, banks hold more long-term 
loans, and receive lower interest 
rates. 

One of the strongest features of 
the present banking situation is the 
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very fact of deposit insurance. The 
banking business requires confi- 
dence to survive and prosper. When 


' the Federal Deposit Insurance Cor- 


poration was first established, its 
effects were immediately felt. But 
many persons gravely doubted its 
ultimate effectiveness. They were 
wrong; these critics are almost 
wholly stilled. Everyone, layman 
and expert alike, has confidence in 
the banking system and in the 
system of deposit insurance. This 
confidence is a vast canopy of pro- 
tection for the orderly operation of 
the banking business. 

This confidence is felt by more 
than just those whose accounts are 
fully insured. Larger depositors 
have more faith in the banking 
system. While some _ corporate 
treasurers still require complicated 
analytical statements from deposi- 
tary banks, the significance of this 
process has dwindled. Banks, bank- 
ing, and bankers enjoy the fullest 
public confidence. 

One of the greatest changes is 
that banks and banking assets are 
of better quality. The holding of 
more short-term government se- 
curities means less credit risk. But 
the non-governmental securities 
owned by banks are also much 
better than they used to be. The 
mistakes in bond buying that were 
made during the lush 1920’s have 
not been repeated. Banks have 
learned to discriminate between 
securities far more effectively. And 
in many cases the qualities of se- 
curities themselves have changed. 
Many industries have been the 
beneficiaries of war and post-war 





profits; their debt issues are now 
backed by better earnings coverage 
than a decade ago. 

But most of all, bank loans are 
greatly improved. The art of lend- 
ing has been reinforced by experi- 
ence and by new credit practices, 
The results of the new credit prac- 
tices have generally been encourag- 
ing. Small banks have now become 
about as skilled in credit granting 
as those in the cities. The earnings 
ratios published by the Federal 
Reserve banks show that small 
banks seldom suffer in comparison 
with those in cities and sometimes 
do much .better. 

Of course, many of these evi- 
dences of improvement might be 
viewed as products of the good 
times we have enjoyed. The farm- 
ers are better credit risks because 
they are more prosperous. Business 
credits have been good because 
business has been excellent. Real 
estate loans have shown little dis- 
tress because real estate prices 
remain high. People are paying 
their bills because they have jobs. 
But what would happen if some of 
these happy circumstances should 
change? 

There is no precise way of get- 
ting at this problem. But there are 
some ways in which the economy 
has more resistance to bad times. 
Neither business nor farm debt has 
risen as it did during earlier booms. 
The ratios of debt to property and 
to income are still fairly moderate. 
People have larger savings even 
after these savings are deflated to 
allow for the lower value of money. 
The marks of a highly speculative 





Granted that our economy is headed for a period of readjustment of 
unpredictable length and severity, the author points out that the result- 
ing stress and strain on our banking structure is likely to prove more 
moderate than in previous depressions for the following reasons: 


Vast increase in holdings of Govern- 
ment securities 

Shortening of maturity of securities 

Improvement in quality of bank 
loans and securities 

Decrease in relative debt of business 
and farms 

Larger accumulations of liquid assets 
by business and individuals 

Greater liquidity of banks and busi- 
nesses and less prospective forced 
liquidation and resultant pressure 
on price structure 

Sufficient short-term governments to 


meet needs regardless of Federal 
Reserve or Treasury action on 
supports 

Greater stability of deposit structure 
as a whole, offset in part by 
greater possibility of shifts in indi- 
vidual cases 

Great improvement in management 
techniques and policies in busi- 
ness, particularly with reference 
to inventory control 

Greater public confidence in banks, 
particularly as result of deposit 
insurance 
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THE HOUSE oxnme MOUND 


HOME OF COL. H.L. DOUSMAN Wisconsin Pioneer 


HE prehistoric race of mound builders 

were perhaps the first of the long pro- 
cession of men—explorers, soldiers, fur trad- 
ers, missionaries, adventurers—who knew 
the site of Prairie du Chien. On one of the 
mound builders’ strange earthworks, subse- 
quently used as a tribal burying ground by 
the Fox Indians, American troops erected 
a crude stockade to protect their interests 
in the remote Northwest Territory during 
the War of 1812. It was called Fort Shelby 
and here in June, 1814 the American flag 
was raised for the first time “over any 
building in what is now Wisconsin.” Cap- 
tured by the British and renamed Fort 
McKay, it was burned by the Indians after 
its evacuation at the end of the war. 

Fort Crawford, built on the same spot in 
1816, was the scene of an outstanding event 
in medical history. Dr. William Beaumont 
here made his famous studies of digestion 
by observing Alexis St. Martin, a half-breed 
who had been wounded in such a manner 
that a permanent opening remained in the 
wall of his stomach. 

After the removal of Fort Crawford to a 
new location, the land was acquired by Col. 
Hercules Louis Dousman, one of Wiscon- 
sin’s great pioneers, who in 1843 completed 
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The drawing room has a crystal chan- 
delier of antique Waterford glass. 


what he called “the house on the mound.” 
In sharp contrast to the forts which had 
preceded it, the Villa Louis, as it came to 
be known, was a luxuriously furnished 
mansion where Dousman and his charming 
wife entertained on a lavish scale. 

Born in Mackinac in 1800, 
Dousman was one of the most im- 
portant agents in John Jacob 
Astor’s fur company and from his 
headquarters at Prairie du Chien 
controlled fur trade with the In- 
dians over a vast territory. He 
also helped develop steamboat 
transportation on the upper Mis- FIRE 
sissippi and was the owner of sev- 


eral packets, later lending finan- 





cial aid to the introduction of railroads. 


Besides the business acumen which enabled 
him to amass a fortune, Dousman had great 
influence with the Indians, and knew sev- 
eral of their languages. His tactful arbi- 
tration was often responsible for averting 
violent outbreaks. 

After the Dousmans’ death, their only 
child, Hercules L. Dousman II, used the 
estate for breeding race horses. Known as 
the Artesian Stock Farm, it had its own 
cork race track. 

In 1935, the estate was deeded by the 
Dousman heirs to the city of Prairie du 
Chien and has been developed as Dousman 
Municipal Park. Through gifts from mem- 
bers of the Dousman family “the house on 
the mound” has been furnished with many 
of its original appointments and appears 
much as it did in the days when a pioneer 
lived side by side with the Indians. 


* * * 


The ‘Home, through its agents and 
brokers, is America’s leading insurance 
protector of American bomes and the 
homes of American industry. 


* THE HOME « 


Home Office: 59 Maiden Lane, New York 8, N. Y. 


e AUTOMOBILE e MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 


Copyright 1950, The Home Insurance Company 
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boom-bust cycle have not yet 
emerged. 

But lest this picture sound as if 
it had only one side, some sobering 
aspects should be noted. The rela- 
tive length of the post-war boom 
may mean that when a real depres- 
sion comes it will tend to be a 
fairly prolonged one. And the fact 
that a depression gets prolonged 
becomes one of the reasons it is 
hard to cure. We haven’t yet 
learned how to cure bad times. 


Higher Bank Liquidity 


But even if depressions are still 
dangerous, banks have more pro- 
tection than they used to enjoy. The 
record of past banking difficulties 
is already dim. We never did know 
very much about many phases of 
the period; the record is now grow- 
ing even fainter. But one fairly 
clear fact remains: one of the great 
problems that banks faced during 
the Great Depression was that of 
maintaining an adequate degree of 
liquidity. Some individual banks 
were very liquid. But the banking 
system as a whole was only mod- 
erately liquid. And when the de- 
mand for money bore heavily on 
an individual bank, the pressure 
was passed along to other banks. 
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The banking system as a whole felt 
the effect. 

The lack of adequate liquidity 
meant that some banks had to push 
the liquidation of distressed credits 
when their better judgment indi- 
cated the need for a work-out ar- 
rangement. The losses that had to 
be taken were often larger than 
necessary because of the haste and 
pressure for collection. How much 
this amounted to will never be 
known. But it seems clear (and 
those in a position to know share 
this view) that banking losses were 
far greater than they would have 
been under conditions more favor- 
able for orderly liquidation. 

The liquidity of the banking sys- 
tem now is enormous. Banking 
liquidity, of course, ultimately de- 
pends on Federal Reserve and 
Treasury action. But even action 
adverse to this end (such as refus- 
ing to support government security 
prices) would not reduce bank liq- 
uidity as much as might appear. 
The volume of short-term Treasury 
obligations is so great that the 


banking system need not fear for 
lack of funds. 

The degree of protection afforded 
by this liquidity is of the greatest 
importance. There is, as we have 


Ewing Galloway, N. Y. 


Apple selling became a symbol of the depression of the early thirties. 








admitted, a real possibility of bad 
times. During such depressed inter- 
vals, some of the credits on the 
books of banks will show signs of 
distress. But the policies used by 
bankers in collecting or extending 
loans can be based on what is best 
for the loan, and not on a desperate 
need for funds. The pressure for 
money at any price will not be 
repeated. 


The reduced collection pressure 
of the commercial banking system 
on its credits will be repeated 
throughout the entire credit struc- 
ture. Past depressions were cer- 
tainly deepened and prolonged by 
liquidation pressure! The depres- 
sions may have originated in other 
factors such as swings in the build- 
ing cycle, but sooner or later the 
credit system started to fray and 
split at the seams. And since the 
credit system is tied together (most 
creditors being themselves debtor 
to someone else) pressure at one 
point spread to the whole system. 


If the circumstances that make 
for liquidating pressure are less, 
then depressions will not be aggra- 
vated so much by this sort of 
difficulty. 


Deposits Are More Stable 





So far, most of the reasons we 
have presented for a more stable 
banking system have been of a 
fairly general nature. They rest on 
broad economic considerations. But 
there is one further reason for ex- 
pecting greater banking stability 
in the future. The volume of bank 
deposits is almost sure to be much 
more stable than in the past. The 
basis for this assertion lies in this 
relatively simple fact: the volume 
of bank deposits is mainly deter- 
mined by the amount of credit ex- 
tended by commercial banks. Note 
that we say “mainly” because there 
are other factors, but they are less 
important and can be neglected 
here. Business credit used to be the 
major form in which bank credit 
was extended. Business concerns 
asked for loans when they needed 
money. In good times the needs 
were greater than in bad times. So 
the volume of bank loans went up 
and down, not primarily because 
bankers blew hot and then cold in 
the lending process, but because 
borrowers varied their demands. 
But as a result the volume of bank 
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DENVER 
BANK PUTS ITS 


mud 
— tes 


KARDEX 


... Achieves marked 


saving in time 


By adding Kardex machine-posted asset records to its 
Remington Rand Accounting Machine operation, the 
United States National Bank of Denver, Col., now has 
complete mechanical posting for all trust accounting. 
Complete automatic totals and proofs of trust ledgers, 
statements and asset records are obtained at one writing. 

Like other users of this system, Mr. A. S. Brooks, 
Vice President, and Mr. A. L. Metzner, Jr., Assistant 
Trust Officer, are well pleased with the many advan- 
tages gained. Among these advantages: 


1. Mechanical proof of trust account and security 
records replaces copying by hand. 


Accounting machine at the U. $. National Bank of Denver produces 
at one writing the trust ledger and statement. The second run 
produces the asset record, which is placed in the Kardex file 
(above). Machine and ledger tray have been in use for 11 years. 
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2. Being filed visibly in Kardex, any asset item is 
instantly accessible for reference. 


3. The Kardex visible slide affords officers of the 
trust investment committee a complete review of any 
trust account. 


4. Examiners and auditors find examinations greatly 
facilitated by checking securities direct to the Kardex 
slides . . . no need to wait for supplemental lists to be 


prepared. 


5. Each asset card is securely held in its assigned 
pocket. When a card is removed, a signal automatically 
flashes, showing which card is out. This prevents pass- 
ing a called or redeemed bond or collection of income, 
in case a security card is lost, misplaced, or misfiled. 


6. Saving of clerical man hours. As Mr. Brooks says, 
“The new system has freed for other duties one em- 
ployee who formerly did the hand posting.” 

Perhaps your bank too could benefit from a re- 
examination of your records systems. Remington Rand 
analysts can place at your disposal a generation of 
experience covering most of the important banks of 
America. Simply call our local office—ask for Booklet 
KD 487—or write Management Controls Division, 
Room 434, 315 Fourth Avenue, New York 10, N. Y. 


Rtemington Band 
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THE FIRST NAME IN BUSINESS SYSTEMS 


Copyright 1950 by Remington Rand Inc. 
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deposits went up and down with 
the level of business conditions. 

” But now, as is so well known, 
the major credit extended by the 
commercial banking system is to 
the Federal Government. “Govern- 
ments” dominate banking state- 
ments and will continue to do so. 
But the volume of these securities 
does not depend on the nature of 
business conditions; that is, whether 
times are good or bad. They depend 
on the state of the Federal budget. 
When there is a surplus, these 
securities are retired; when there 
is a deficit, they increase. (For this 
purpose, of course, we are referring 
to “surplus” or “deficit” on a cash 
and not on a statutory budget 
basis.) 

And since the public debt tends 
to grow more in bad times than in 
good times, that is when banks tend 
to buy Government securities. But 
if banks buy securities when loans 
fall off, the volume of deposits will 
tend to be more stable. This was 
true in the past and would be true 
again. During the Great Depression 
banks’ loans declined greatly but 
bank holdings of U. S. Government 
securities increased. But because 
bank loans were larger than hold- 
ings of Governments, the net result 
was a decrease in bank credit and 
bank deposits. If the percentages 
of increase or decrease then expe- 
rienced are applied to modern bank 
balance sheets, the probability of 
little change in over-all bank de- 
posits is indicated. This computa- 
tion is shown in full in the chart 
on this page. 

One warning must be heeded in 
interpreting this exhibit. It indi- 
cates that future depressions might 
not reduce bank deposits very 
much, but this does not mean that 
individual banks will not suffer de- 
posit shrinkage. A bank located in 
an area that is more depressed than 
the rest of the country is bound to 
face extra demands. And -there is 
no way of saying in advance just 
which area is likely to be so unfor- 
tunate. Our conclusion is applicable 
to the banking system but not to 
the individual bank. 

If there is any likely pattern to 
deposit shifts in future depressions, 
it would be about as follows: idle 
funds will tend to pile up in the 
money market cities and to flow 
away from the rural and heavily 
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In the Future: 
Deposits may be more stable: 


What happened in the Great Depression: 


(dollar figures in billions) 


mid-1929 


Loans 


U.S. Gov't 
securities 


Other 
securities 


$35.7 


4.9 


8.7 


mid-1932 change 


$21.8 -39% 
+26% 


8.1 - 7% 


Changes applied to present bank figures: 


imid-1949 


Loans 


U.S. Gov't 
securities 


Other 
securities 


$41.0 


63.2 


9.5 


estimated 
change effect 
(same as above) 


-39% $-16.0 


+26% +16.5 


- 7% 


Conclusion: Small credit effect on deposits 


industrialized cities. New York 
would gain deposits while Detroit 
and Ruraliana lose funds. But this 
is hazardous speculation. It depends 
on the nature of past experience—a 
forecasting device that we have 
elsewhere rejected. Forecasters be- 
ware! 


Inventéry Cycle Less Dangerous 

In the past, wide swings in in- 
ventory holdings have often been a 
sizable factor in business cycle fluc- 
tuations. But business management 
of inventories has improved greatly. 
The relatively mild nature of the 
readjustment during 1949, for ex- 
ample, could be attributed in part, 
at least, to the conservative inven- 
tory policies of business. The prob- 
lem is one that is now so widely 
recognized in the business commu- 
nity that inventory mistakes are 
less likely in the future. Through 





improvements in _ transportation 
and inventory control, repetition of 
bad inventory situations may be 
avoided. The only great exception 
is the problem of agricultural in- 
ventories. Here the Federal Gov- 
ernment has _ undertaken price 
control programs that promise to 
build up unwieldy inventories. 

Since some commercial bank 
credit has always been used to 
finance inventory holdings, this 
change is bound to affect banking. 
Just how much cannot be guessed. 
But the direct effect on bank loans 
is not the only influence. If inven- 
tory fluctuations are less important 
in the future, the whole nature of 
the business cycle will change. The 
next depression may tend to come 
rather more gradually, to stay 
longer, and to resist recovery more 
stubbornly. 

Every fact so far encountered 
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The apple that fell before Sir Isaac Newton was just an apple. 
It was his inquiring mind that uncovered the laws of gravity. 


The inquisitive mind is just as valuable in banking. 


That’s why our officers so frequently find themselves away 
from Philadelphia, learning first-hand about some industry. 


That doesn’t make us experts, but it does enable us to talk your 
customers’ language, to understand their needs. As a result, 

we can figure out ways to be more helpful and make our 
services to you more valuable for them! 


This policy must work—else why would we have correspondent 
banks both large and small located in all parts of the country? 


If that kind of banking appeals to you, 
why not get in touch with us now? 
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suggests that depending on the ex- 
perience of the past to forecast the 
needed size of the deposit insurance 
fund is fallacious. Times have 
changed so drastically that the 
analogy no longer works. Not that 
new and unexpected difficulties 
cannot arise—they can. But the 
problems will be new ones and not 
the old ones. As matters stand, the 
Maybank formula for assessment 
reduction is fully justified, and an 
even larger reduction could be 
defended. 

This conclusion is supported by 
the staff study of deposit insurance 
assessment prepared and released 
by the Federal Reserve Board. This 
study made two points of consider- 
able general interest. The first was 
that the practical policy followed 
by the FDIC of assisting banks be- 
fore their troubles became insolv- 
able meant that the importance of 
the $5,000 insurance limit was not 
very great. By keeping banks out 
of difficulty, this policy has very 
largely eliminated the necessity for 
paying claims. Thus, in practice, 
almost all depositors were pro- 
tected. The only exceptions were 
cases in which troubles—usually 
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exposure of defalcation losses— 
arose so quickly that the policy of 
support could not be effected. 

The second finding of consider- 
able interest was that the Maybank 
formula for assessment relief would 
have its greatest effect in good 
times when it was least needed, and 
much less in bad times. This report 
strongly urged some averaging de- 
vice. Although no reference to the 
20-year average used by the Bu- 
reau of Internal Revenue for aver- 
aging loan losses was made, the 
analogy is a direct one. 


No More Worries For Bankers? 


A free-hand interpretation of the 
foregoing account might be that 
bankers should stop worrying. That 
is good advice, but it would be dis- 
honest to let it go at that. Because 
problems remain. 

One of the toughest was one sug- 
gested in an earlier section. Al- 
though the nature of the business 
cycle may have changed and banks 
may have far better defenses 
against bad times, our general pro- 
tection against depressions is far 
from perfect. Public full employ- 
ment policy is still immature and 
untried. Since the Federal Govern- 
ment has been unable to resist defi- 
cits even during good times, as all 
fiscal theory asserts that it should, 
the problem of using’ fiscal devices 
during a depression is a grave one. 
We have learned something about 
curing small business fluctuations 
but the great ones remain a 
problem. 


And bankers have some special 
problems of their own. Much prog- 
ress has been made in the field of 
lending techniques, operational ef- 
ficiency, staff and public relations, 
but much room for improvement 
remains, Operating expenses are 
high and are likely to continue so. 
And there is forever the problem of 
interest rates. No official or public 
assurance can entirely relieve bank- 
ers of the responsibility of being 
prepared for sizable interest rate 
changes. Net profits after taxes 
won’t come easily. 

As yet, bankers haven’t run out 
of things to worry about. 


Yesterday is a cancelled check, 
tomorrow is a promissory note. To- 
day is ready cash; spend it wisely. 











Banking Is Decision 


Fifty years ago, one of the lead- 
ing bankers in this country handed 
down a definition of banking that 
has stood the test of time. His defi- 
nition was simple and terse. “The 
banking business,” he said, “con- 
sists of making decisions.” 


We can, of course, develop a 
corollary that successful banking 
consists of making the right de- 
cisions; but today, half a century 
later, no one has been able to im- 
prove very much on that funda- 
mental definition. Banking is de- 
cision. The decisions we in banking 
make go far beyond our daily job 
of determining whether this loan 
or that loan is good or bad, or what 
the chances of its eventual repay- 
ment are. Our decisions affect the 
welfare of our communities and 
influence the economic life of the 
nation. What is more, they deter- 
mine the course and the ultimate 
fate of the banking business itself. 


As the second half of the Twen- 
tieth Century opens, we are con- 
fronted with a decision that seems 
to me to be momentous. For nearly 
twenty years, ever since the Great 
Depression engulfed American 
business, industry, and agriculture, 
we have been postponing a decision 
which transcends the practice of 
banking and enters the realm of 
fundamental banking principle. It 
concerns government-guaranteed 
loans. I believe I am not overstat- 
ing the case when I say that our 
decision will be vital in determin- 
ing whether or not twenty years 
from now we are still the risk 
takers, and hence the bankers, for 
the American people and their 
economy.—Earl R. Muir, president, 
Louisville Trust Company, Louis- 
ville, Ky. 


Television Market Growing 


Television set output in the last 
quarter of 1949 totaled over 1,000,- 
000 sets, with the complete output 
for all of 1949 estimated at over 2.6 
million. According to the Radio 
Manufacturers Association, the in- 
dustry expects to produce about 3.7 
million TV sets in 1950. 

These figures compare with 6,500 
sets produced in 1946, 200,000 in 
1947, and slightly under 1,000,000 
in 1948. 
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YOUR TELLER SAID TO ASK YOU IF 
THIS INDORSEMENT IS ALL RIGHT! 


L FREE BOOK! 


SEND FOR THIS HELPFU 


Every teller in your bank can instantly give the right answers about indorsements 
if he has studied Hammermill’s idea-book, ‘‘Check Indorsements.” It outlines what 


the indorser’s liabilities and responsibilities are under the Negotiable Instruments Act 
..-illustrates many types of check indorsements...explains safe and unsafe practices 


in indorsing a check. We’ll be glad to send you enough copies for all your tellers, Send coupon for 


GIVE YOUR CHECKS THE ADVANTAGES OF “THE BEST KNOWN NAME IN PAPER” your copies today 


Hammermill Paper Company 
1505 East Lake Road, Erie, Pennsylvania 


Please send me FREE copies of ‘Check Indorsements” 
for my tellers. 


Name Position 
(Please attach to, or write on, your bank letterhead) BM. AP 


MANUFACTURED BY HAMMERMILL PAPER COMPANY. ERIE, PA FOUNDED i898 
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M’Culloch Made His Mark 


By EDMUND H. DAVIS 


Statistical Department Manager, 


ND WHO was James William 
A M’Culloch, you may ask? 
M’Culloch was a bank cash- 
ier, like many of you, having been 
appointed in 1817 to manage the 
Baltimore Branch Office of the Bank 
of the United States. The Bank of 
the United States, you may recall, 
was a corporation organized under 
an Act of Congress in 1816 to facil- 
itate the fiscal operations of the 
United States, its main office being 
located in Philadelphia. The plot 
thickened when, in 1818, the Mary- 
land legislature passed a law which 
permitted the imposition of a stamp 
tax on notes issued by out-of-state 
banks doing business in Maryland. 
Apparently, M’Culloch had no 
objection to normal property taxes 
levied in Maryland upon the proper- 
ties of the Baltimore Branch, but he 
did refuse to pay the Maryland 
stamp tax on notes’ issued by his 
Branch, which he considered an un- 
justifiable tax on its operations. So, 
then and there, M’Culloch became 
defendant and the State of Maryland 
plaintiff in a suit for $2,500 and 
costs. 

During the last 130 years that liti- 
gation has become one of the truly 
important guide posts directing 
the course of relations between the 
48 sovereign states and the Federal 
government. 

The case of M’Culloch v. the 
State of Maryland, et al, was heard 
by the Supreme Court of the United 
States in 1819, Chief Justice John 
Marshall presiding, the question be- 
ing whether the Maryland Tax Act 
was repugnant to the Constitution 
of the United States and/or the Act 
of Congress. 

Mr. Webster, for the United 
States, summarized the argument 
for M’Culloch that.... 
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John Nuveen & Co., Chicago, Ill. 


Tax exemption has an interesting historical background which 
is related here, together with a statement of the advantages 
it makes available to present day investors. 


“ 


. if the states may tax the 
bank, to what extent shall they 
tax it, and where shall they stop? 
An unlimited power to tax in- 
volves, necessarily, a power to de- 
stroy, because there is a limit be- 
yond which no institution and no 
property can bear taxation .. .” 
Justice Marshall delivered the 

unanimous opinion of the Court 

that the Maryland statute in ques- 

tion was unconstitutional and void. 
“. . . This opinion does not de- 
prive the states of any resources 
which they originally possessed. 
It does not extend to a tax paid by 
the real property of the bank, in 
common with the other real 
property within the state, nor toa 
tax imposed on the interest which 
the citizens of Maryland may hold 
in this institution, in common 
with other property of the same 
description throughout the state. 
But this is a tax on the operations 
of the bank, and is, consequently, 
a tax on the operation of an in- 
strument employed by the gov- 
ernment of the Union to carry its 
powers into execution. Such tax 
must be unconstitutional.” 
During the many years since 1819, 

Justice Marshall’s fundamental con- 

cept has been unshaken and has, in 

fact, been extended and strength- 
ened so that, in laymen’s language, 
it also now works in reverse: the 

Federal government does not have 


IN THE MAY ISSUE 


Mr. Davis will discuss the 
“roll-over” principle of invest- 


ment, which provides a means 
of fully employing reserve funds 
without speculative risk. 





















Chief Justice John Marshall 


. « « His opinion laid the foundation for the 
principle of tax exemption of municipals. 


the power to levy taxes which would 
interfere with the governmental 
functions of the several sovereign 
states or their political subdivisions, 
and, of course, the sovereign states 
have not the power to levy taxes 
inimical to Federal governmental 
functions. 

The Sixteenth Amendment to the 
Constitution of the United States, 
known as the “Income Tax Amend- 
ment’’, states that: 

“The Congress shall have the 
power to lay and collect taxes on 
incomes, from whatever source 
derived, without apportionment 
among the several states, and 
without regard to census or enu- 
meration.” 

A serious impact upon most of us, 
including corporations and banks, 
has resulted from its application. 

In order to protect earned income, 
insofar as possible, many banks, as 
well as numerous individuals, trusts, 
and casualty insurance companies 
have become closely wedded to the 
proposition that the investment of 
funds in state and municipal bonds 
(known generally as “Municipals”) 
is good business because of the often 
substantial tax savings resulting 
therefrom, even without regard to 
their many other advantages. 

The reason for quoting the Income 
Tax Amendment, which was effec- 
tive in 1913, was to demonstrate that 
Chief Justice Marshall’s opinion 
carried so much weight in 1913 that 
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Type or INvesTMENT 


U. S. Certificates.......... 


Short U.S. Government Bonds........... 


Savings Accounts 
MUNICIPALS** gis 
Long U.S. Government Bonds 


Railroad Equipment Trust Certificates. . . 
Good-Quality Corporate Bonds.......... 


Good-Quality Mortgages....... 
Good-Quality Preferred Stock 
Good-Quality Common Stock 


TABLE 1 


APPROXIMATE 
Gross 
AnnvuaL Return 


Due Date 





5 years 
none 

20 years 
23 years 
15 years 
25 years 
20 years 
none 
none 





*Yield to first call date on 244’s of 6-15-55/52 
**The Bond Buyer Index of 20 Municipal Bonds 
***Vield to first call date on 2%4’s of 12-15-72/67 


it was believed unnecessary in the 
Amendment specifically to ex- 
empt from income taxation the in- 
terest on Municipals, although the 
1913 Income Tax Law and all such 
subsequent tax statutes have spe- 
cified that exemption. 

Exemption of the interest on such 
Municipals from Federal income 
taxes has not been popular 
in some circles, and many Presi- 
dents, Treasury officials, and theor- 
ists have complained from time to 
time that this sole exception to the 
rule that all income from whatever 
source derived shall be taxed pro- 
vides an unwarranted and an un- 
justifiable method of avoiding taxes 
by those persons, individual or cor- 
porate, who invest in them. One of 
the most recent objections to tax 
exemption was voiced by the Com- 
mittee for Economic Development 
which, in a review of Federal tax 
policies, called for elimination of 
tax exemption on interest income 
from all future Municipal issues. 


Exemption of Municipals Likely 
To Continue Indefinitely 


All attacks heretofore made 
against the unique tax exemption 
privilege of most Municipals (there 
are a very few unimportant ex- 
ceptions) have been beaten back. 
There now probably is no_possi- 
bility that even future issues of 
that type will be taxed, much less 
those presently outstanding. Why? 
The primary reason that such ex- 
emption is likely to continue in- 
definitely is the readily demon- 
strated adverse effect that such a 
tax would have upon the cost of bor- 
rowing by the sovereign states and 
their governmental subdivisions. 
There is strong probability that 
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taxation of such public borrowing 
would increase the cost of hiring 
the money by as much as 50 per 
cent in many cases. 


Inasmuch as a municipality nec- 
essarily would pay a higher rate of 
interest on taxable obligations than 
on tax-free bonds, the cost of 
amortizing the debt would be in- 
creased. But the debt amortiza- 
tion costs of a governmental 
unit must be met from greater 
levies of taxes, tolls or service 
charges upon the citizens. This be- 
ing a grass-roots political matter, 
it is indeed difficult to imagine a 
successful effort on the part of Fed- 
eral officials to obtain passage of 
the necessary Constitutional 
Amendment, which legal process is 
believed generally to be the only 
method by which the far-reaching 
effect of M’Culloch v. Maryland 
could be eliminated. 

That the exemption from Federal 
income taxes of interest from Mu- 
nicipals is of fundamental import- 
ance to all profit-earning corpora- 
tions, including banks, and to all 
individuals and trusts except those 
in the lower income brackets, is 
easily demonstrated. Suppose, for 
example, a bank is in the 53 per 














cent “notch” tax bracket. For 
that investor, a Municipal having 
a tax-free return of 2.00 per cent 
is equivalent to a taxable bond, 
either U. S. Government or corpor- 
ate, yielding 4.25 per cent—and 
you are well aware how few and 
far between are good-grade bonds 
with that level of return. 


Customers Look to Banks for 
Investment Information 


Practically all bankers, particu- 
larly so-called “country bankers,” 
constantly are questioned by cus- 
tomers and friends about invest- 
ment problems and practice. That 
is a natural course of action because 
the banker is a specialist in finan- 
cial matters. It is believed to be 
almost universal that investors, 
particularly individuals, are in- 
clined to exaggerate the value of 
gross investment return and ignore, 
at least until tax returns are due, 
the net obtainable after tazes. 
Thus it is that the average investor 
usually views the comparative 
yields from broad types of invest- 
ments the way they are listed in 
Table No. 1. 

Because of the responsibilty 
placed upon the banker by his na- 
tural position in his community 
and the probability that the invest- 
ment interest of the customer is 
concentrated largely on high gross 
investment return, it would seem to 
be a wise move for the banker to 
acquaint the investor with the tax 
problem before the investment is 
made. To do this easily, he might 
construct a net investment return 
tabulation, similar to that shown in 
Table No. 2, based upon his local 
conditions, of course. 

Quite apparent is the increasing 
value of the tax exempt feature as 
the tax rate increases, left to right. 
In the lowest individual tax bracket 


TABLE 2 


Sevectep Inpivipvat Surtax 
Brackets For Jomnt Returns 


Gross 
Return 
( 


($8,000- 


$12,000) | 


22.88% 


U.S. Certificates 
Short U.S. Govts. 
Savings Accounts. 
MUNICIPALS.. 
Long U.S. Govts 
R.R. Equip. Ctfs.. 
Good Corp. Bonds 
Mortgages..... 
Preferred Stock. . 
Common Stock 


1.00 
1.40 


6.00 


($24,000- | ($40,000- | $100,000- 





SELECTED CORPORATE 
Tax Brackets 





($25,000- 
$50,000 
53% 


(over 
28,000) | $44,000) | $120,000 | $50,000) | 
37.84%, | 49.28% 66°% 38% 
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ing their profits, speeding up operations and bettering their service 
with the Todd Imprinter, the remarkable new machine that revolu- 
tionizes on-the-spot pocket-check imprinting. 

Get your bank into this picture! Build 
business more quickly and easily with this Imprinter 
that delivers depositors’ checks in moments instead 
of days. Reduce check-sorting time...slash posting 
errors to the minimum. You'll find that the Todd Imprinter pays off! 

Hundreds of banks throughout the country have installed 
this new machine and are delighted with results. Let us tell you the 
story with actual case histories of stepped-up profits. Just mail the 


coupon below for complete details. 


THE TODD COMPANY, Rochester 3, N.Y. 


Please give me full information about the new Todd Pocket 
Check Imprinter. 
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shown, Municipals are not particu- 
larly attractive as compared with 
several other classes of investment, 
if selections were to be based solely 
upon the level of net return. In 
the highest individual tax bracket 
listed above, the impact of taxes is 
so heavy that, even without regard 
to their other advantages as a con- 
servative investment, Municipals 
would net the individual owner 
more than any other investment 
type. 

Inasmuch as a bank would not 
invest its funds in a savings ac- 
count or in stocks, the value of the 
tax exemption feature to a bank in 
either the 38 per cent or the 53 per 
cent tax bracket is unquestioned. 


No Tax Relief In Sight 


Nowadays, there is little diversity 
of opinion as to the trend of fu- 
ture tax rates—taxes will not be 
lower than now for many years. 
Some relief might be accorded cor- 
porations in the $25,900 to $50,000 
income bracket, but if that action 
were taken, the probability seems 
to be that the basic 38 per cent rate 
would be raised. 

Most of us undoubtedly are par- 
tial to actual performance and tend 
to skip the implications of gener- 
alities. This article has stated that 
banks could increase net income 
by investing in Municipals in pre- 


MUNICIPALS 
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Because of the responsibility placed upon the banker by his natural 
position in his community and the probability that the investment interest 
of the customer is concentrated largely on high gross investment return, 
it would seem to be a wise move for the banker to acquaint the investor 
with the tax problem before the investment is made. 





ference to a portfolio consisting en- 
tirely of U. S. Governments or 
other taxable obligations. Perhaps 
you would be interested in an ac- 
tual box-score of how the two 
“teams” would look on paper? 
The Municipals, which were as- 
sumed to have been purchased, 
were actual offerings in “The Blue 
List of Current Municipal Offer- 
ings” (dated January 31, 1949), 
while the Government prices were 
for the same date. THe Municipals 
listed include obligations of all 
states shown in the Blue List on 
that date. The amount of the in- 
vestment is assumed to be $230,000, 
of which $10,000 is invested in each 
credit. Because there was no Gov- 
ernment maturity or option for 
1957, it was assumed that the Gov- 
ernment investment was doubled 
up for the 1963/58’s, so that each 
team represented a $230,000 aggre- 
gate investment. (See Table No. 3.) 
This box-score is particularly 
impressive when it is recognized 
that the Municipal list used for the 
game included all of the highest 
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Name or InvEsTMENT Amount InvesTep re ee Apres Apren 
38% Tax 53% Tax 
4- 1-1950 State of Missouri........... $ 10,000 | $ 10,000 | Note 4-1-1950 . S $ 46 
65 4- 1-1950 State of Arkansas........... 10,000 10,000 | Note 4-1-1950 61 46 
75 1-24-1951 State of Connecticut........ 10,000 10,000 | Certificate|1-1-1951 71 54 
75 3- 1-1951 State of Alabama........... 10,000 10,000 | Certificate|1-1-1951 71 54 
65 1- 1-1952 State of New York.......... 10,000 10,000 | Bond 3-15-1954 /52 79 60 
70 5- 1-1952 State of Illinois............. 10,000 10,000 | Bond 3-15-1954 /52 7 60 
90 9-15-1953 State of South Carolina..-... 10,000 10,000 | Bond 6-15-1955/53 77 70 
110 10- 1-1953 State of New Mexico........ 10,000 10,000 | Bond 6-15-1955/53 77 70 
90 2- 1-1954 State of California ......... 10,000 10,000 | Bond 3-15-1954 83 63 
95 10- 1-1954 State of Massachusetts...... 10,000 10,000 | Bond 3-15-1954 83 63 
90 3- 1-1955 State-of Pennsylvania....... 10,000 10,000 | Bond 3-15-1960/55 92 83 
100 9- 1-1955 State of Tennessee.......... 10,000 10,000 | Bond 3-15-1960/55 92 83 
100 3-15-1956 State of Michigan........... 10,000 10,000 | Bond 3-15-1958 /56 95 72 
140 8- 1-1956 State of Mississippi......... 10,000 10,000 | Bond 3-15-1958 /56 95 72 
105 1- 1-1957 | State of New Jersey......... 10,000 10,000 | Bond 6-15-1963 /58 109 99 
120 7-15-1957 State of North Dakota...... 10,000 | Bond 6-15-1963 /58 109 99 
105 12- 1-1957 State of Delaware........... 6-15-1963 /58 109 99 
105 2- 1-1958 State of Maryland.......... 6-15-1963 /58 109 99 
140 1- 1-1958 State of Washington........ 6-15-1963 /58 109 99 
115 10-15-1959 ee Cer res 6-15-1962/59 121 92 
110 12- 1-1959 ere 6-15-1962 /59 121 92 
230 1-15-1960 State of Louisiana.......... 12-15-1965 /60 120 108 
1- 1-1960 State of North Carolina. .... 12-15-1965 /60 120 108 


$230,000 








~— Average Annual Net Rate of Return —> 


quality state credits. Even so, a 
bank in the 38 per cent tax bracket 
would have $252 more income than 
it would have had from Govern- 
ments, while the 53 per cent bracket 
bank would have retained $604 
more income. 


Stated in another way, the net 
gain in annual income accruing 
from the purchase of the Munici- 
pals was one-tenth more for the 38 
per cent bank and one-third more 
for the 53 per cent bank. It is, per- 
haps, unnecessary to point out that 
the income from Municipals could 
have been increased substantially 
by the substitution of high quality 
general market credits such as 
Philadelphia, Boston, New York, 
Chicago, San Francisco, and Los 
Angeles, among others. 


Paraphrasing the Declaration of 
Independence, we hold these truths 
to be self-evident that, while Fed- 
eral income tax rates remain high, 
the tax-exempt feature of Munici- 
pals will be of value to many indi- 
viduals and corporate investors. 
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HAT MAKES A CUSTOMER PREFER YOUR LOAN SERVICE? 


Your customers come to you for loans because you have won a reputation for real 
responsibility and helpfulness in your community. These customers have learned 





that your advice is sound...and all your other services entirely satisfactory. 
It is natural then that your bank, offering only the very best in all services, should 
enthusiastically promote American Express Travelers Cheques. For these travelers 


cheques give your customers the greatest assurance of complete satisfaction, 


AMERICAN EXPRESS TRAVELERS CHEQUES 


never let you or your customers down 


Known on sight! In this country and 
abroad your customers will find American 
Express Travelers Cheques the most 
widely accepted cheques in the world. 
They’re easy to spend anywhere because 
American Express not only originated the 
travelers cheque idea but has vigorously 
promoted it for 59 years. 

Quick, willing assistance! Your custom- 
ers never have to worry about loss if their 
American Express Travelers Cheques are 
lost or stolen. They can rely on 160 con- 





veniently located American Express offi- 
ces for fast, willing assistance or a quick 
refund. 

Reliable . . . dependable service! Be- 
cause travelers cheques are our principal 
business, we are geared to offer your cus- 
tomers the finest obtainable service. It’s 
the kind of service you can rely on to do 
its share building the faith and confidence 
of your customers. Sell American Express 
Travelers Cheques—they'll never let you 
or your customers down! 
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AMERICAN EXPRESS 
TRAVELERS CHEQUES 


MOST WIDELY ACCEPTED CHEQUES IN THE WORLD! 


We Never Say “No’ To A Borrower 


BY ELVIN M. FOEHNER 
Cashier, Farmers & Merchants Bank, Highland, Ill. 


An effort is made to help the customer find a way to finance his 
business even if he cannot qualify as a borrower. Loans of this 
bank increased 543%, in ten years. 


E CONTINUALLY urge 
W. the people of our com- 

munity to borrow from the 
Farmers and Merchants Bank. We 
do so even though there are some 
prospective borrowers who cannot 
qualify. 

Because we know that any be- 
ginner may become an important 
customer, our rule is to avoid.say- 
ing “no” when we feel it unwise to 
make the loan. There are a number 
of ways we can help a customer 
even when he cannot classify as a 
legitimate credit risk. A few cases 
will illustrate the technique we fol- 
low. In addition to these, there are 
probably many more cases which 
could be handled to the satisfaction 
of the prospective borrower, even 
though he left the bank without the 
money he thought he wanted. 
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There is, of course, no universal 
way of handling all cases. Each 
case must be handled according to 
its own situation. I think the cases 
I shall mention will illustrate the 
principle on which we operate to 
send prespective customers away 
without the money and still in a 
happy frame of mind. 

We had a recent case in which a 
young farmer came in with a request 
to borrow money to buy a farm. We 
knew his ‘older brother and _ his 
father. In fact, his father had helped 
finance his brother when he bought 
a farm. The boy who faced us that 
day, however, did not have enough 
cash for a down payment to justify 
a bank loan. 

In the meantime, his older brother 
had made a real success of farming, 
had his farm entirely paid for, and 


had a definite line of credit in our 
bank. The younger boy, when we 
asked him if he could supply some 
security, suggested that his father 
might sign the note. 

We told him that we had financed 
his brother’s farm with his father’s 
signature, and asked him if he didn’t 
think his brother might like to sign 
the note with him. The reason we 
did this (which we did not explain 
to the young man) was that the 
brother actually owned more clear 
collateral than the father. The way 
we explained it to the younger 
brother, however, was: “Your father 
helped your older brother and no 
doubt your brother will be glad to 
help you.” 

The boy went away feeling that 
we had done him a real service, and 
in a few days, he came back with 
his brother and the loan was made. 
Possibly, if we had not known the 
family as well as we did, this 
method of handling the situation 
would not have occurred to us, but 
some other method might have been 
used. 

Sometimes, we feel that the ex- 
penditure the prospective borrower 
has in mind would be unwise for 
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him. In such a case, we do not tell 
him that we do not care to make the 
loan, but rather, discuss all the de- 
tails of his proposed expenditure in 
such a way as to help him realize 
that he would be running too much | 
risk of losing his entire investment | 
if he made the venture. 

A case that illustrates this is that 
of a young man who came to us one 
day with the desire to borrow) 
money to buy a certain home. The 
price he proposed to pay was about 
twice as much as we thought the 
property was worth. The young 
man had almost no cash to pay 
down. 

Either one of those conditions, of 
course, justified us in avoiding the 
loan. However, we didn’t tell the 
young man that he couldn’t buy a 
house without more money, and we 
didn’t tell him that we couldn’t 
make a loan when the value of the 
house was only about half what he 
proposed to pay. 


A Home Buyer's Problems Solved 


What we did was this: We told 
him that it appeared to us that the 
price quoted him was much more 
than the value of the home. For- 
tunately, we happened to know of 
another house that was for sale 
which probably would satisfy him, 
and which could be bought for its 
true value. Its price was less than 
half of what he was proposing to 





pay for the house he had in mind. 

We told him, also, that we knew 
the man who had the house for sale 
was not in need of money, and 
would probably sell it to him on 
very easy terms, which would make 
it umnecessary to borrow any 
money at the bank. 

We closed the conversation some- 
thing like this: “We are in business 
to lend money. We like to help peo- 





ple by lending them what money 
they need. However, we feel that we 
are not doing right when we lend 
money which is not going to be to 
the advantage of the borrower. It 
would seem to me that you probably 
will decide in favor of the house 
which will cost you a great deal less, 
after you see it and talk to the 
owner.” 

In this case, we saved one cus- 
tomer money and helped another 
customer sell a house—and avoided 
a loan of doubtful value. 

Sometimes, we are able to sug- 
gest a way to accomplish the de- 
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FOR LARGE MAILERS... 
high-speed, electric models with 
automatic stamping and sealing. 


A Postage Meter 
for the smallest banks...! 


PB’s new DM desk model postage meter 





permits even the smallest bank or branch to get rid 
of old fashioned stamps and stamp-sticking . . . 





































for good! All you have to do 
is dial the postage value you 
want, press down the lever! And 


that’s all! To seal the envelope, 
merely slide flap through moistener. Simple! ... 
The DM prints postage right on the envelope— 
for any kind or class of mail, including registered. 

















Prints dated postmark, too... as well as a 
small optional advertisement! 
The DM protects postage against any loss, 
damage or “‘borrowing”’. .. and accounts for every 
penny of postage automatically! 
For any bank—no matter how small—a DM 
provides the convenience and economy of metered 
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sired end without using borrowed 
money at all. A case in point is 
that of a farmer who had 50 acres 
of hay to bale. He came in to talk 
about a loan to buy a hay baler. 
The baler would cost him something 
over $2,500. In the course of the 
conversation, he said, “I hate like 
the dickens to invest that much 
money in a baler just for my own 
use, but I don’t know how I’m go- 
ing to get that hay taken care of 
without it.” 

I told him of a man who had just 
purchased a new hay baler, and 
who desired to do custom work 
with it. I asked our prospect if he 
wuold care to give this man hay 
in exchange for the baling. His face 
beamed. He could see at once that 
he would be far better off if he 
didn’t invest any money at all either 
in the hay baler or in the expense 
of custom baling. 

I happened to know that the man 
who wanted to do custom work 
needed some extra hay, and I felt 
sure that he would be perfectly 
willing to take it in exchange for 
the work of baling our prospect’s 
field. While the prospective bor- 
rower sat at my desk, I called the 
man with the hay baler, and made 
arrangements for the job. Our pros- 
pective borrower, who really did 
not have a credit rating justifying 
a loan to buy a hay baler, left the 
bank feeling that we had done him 
a real service—and we know we 
did. 

Here’s a case. There was a 
gentleman who wished to open a 
furniture store. His father had 
willed him a building, but he had 
no money to buy furniture, but he 
did know a great deal about the 
furniture business, because he had 
been working in a furniture store 
for a number of years. Also, I felt 
sure that there was a place for an 
additional furniture store in our 
community. 

I asked him if he would be in- 
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terested in a partnership with a 
man who had money to invest but 
did not care actually to engage in a 
business. It happened that I knew 
of such a man, and it wasn’t too 
long until the partnership was ar- 
ranged, and both partners felt that 
the bank had benefited them more 
than they had thought possible. 

I once had an opportunity to sug- 
gest an alternate activity which re- 
quired no financing. In this case, a 
young farmer came in with a sug- 
gestion that we lend him $3,000 to 
buy a beginner’s herd of purebred 
hogs. While the young man was a 
good sort of farmer, I knew that he 
was just beginning, and had almost 
no assets. 

We had a customer who was a 
large breeder, and I suggested that 
this young man go to him with the 
proposition that he would take a 
boar and five sows on a loan basis 
and pay the hog breeder a percent- 
age of the increase until the hogs 
were paid for. The young man 
thought it was a good idea ‘and left 
the bank feeling that we had really 
helped him. 

As soon as he was out of sight, I 
called the hog breeder and told him 
what I had done. I asked him not to 
mention the bank but to make a deal 
with the young man if he felt the 


How We Avoid Saying ‘*No”’ 
When We Feel It Unwise 
To Make A Loan 


1. We suggest a co-signer—or 

2. We help the prospect realize 
that the expenditure would-be un- 
wise—or 

3. We suggest a way to accom- 
plish the desired end without using 
borrowed money—or 

4. We find adequate collateral 
by questioning the applicant—or 

5. We suggest a partnership—or 

6. We suggest an alternate activ- 
ity which will require no financing. 





young farmer could properly care 
for the hogs and raise good litters. 
He knew the young man, and said 
that he felt he could make a deal. 
As a result, the young man got 
started in the purebred hog busi- 
ness without a bank loan, and is 
today one of our good customers 
and has a real credit rating at the 
bank. 

It might appear from what I’ve 
said that I’m talking about sending 
borrowers away from the bank. 
That is not at all the case. Every 
one of these people whom I have 
mentioned has become a good credit 
risk and a splendid bank customer. 
All of them feel that the bank 
helped them accomplish their de- 
sires. 

At the same time, we feel that we 
have really rendered service to the 
community. We enjoy our work 
more, and our loans have increased 
543% in the last ten years. 


Wage Deductions 
Simplified For Employers 


A new method of deducting fed- 
eral income and social security 
taxes from employees’ wages will 
simplify payroll handling for em- 
ployers, Commerce Clearing House 
of Chicago reports. 

New withholding tables, recently 
approved by the Bureau of Internal 
Revenue, now make a combined de- 
duction for both income and social 
security taxes. The new combined 
tables adopt the wage bracket 
method that most employers have 
been using to deduct federal income 
taxes. Now, with both federal de- 
ductions combined, computing 
wages becomes much quicker and 
simpler. Before the combined 
method was authorized, employers 
computed each tax separately. 

The new combined tax table can- 
not be used for wages over $3,000 
paid to an employee during the 
year, since social security does not 
apply to such wages, Commerce 
Clearing House indicates. 

The new method also makes it 
easier for the employer to report 
income and social security taxes 
withheld from employees. Now the 
employer may multiply taxable 
wages paid by 14%%2% for social se- 
curity purposes and subtract this 
amount (not in excess of $45) from 
the total tax withheld to determine 
the amount of income tax. 
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Engineers’ Drawings 
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Public Accountants’ 
Records 


Law Office and Title Companies’ 
Deeds, Abstracts and Mortgages 


AR more valuable than cash or in- 

ventory for most companies . . . are 
key documents and papers... the loss 
or destruction of which would hinder 
proper functioning. 
THIS MAN—your U.S.F.&G. Agent 
—can tell you about our Valuable- 
Papers Insurance which pays the actual 
cost of reproducing.or replacing lost, 
destroyed or damaged records. 


There is a U.S.F.&G. Agent in your 
community—he is as close as your 
telephone—who will be glad to discuss 
promptly, informally and in confidence 
the steps you should take to solve your 
valuable-paper problems without obli- 
gating you in any way. Call him today! 
For claim service in emergency, call Western Union 


by number and ask for Operator 25 who has the 
name and address of the nearest U.S.F.&G. Agent. 


United States Fidelity & Guaranty Company, Baltimore 3, Md. 


Fidelity & Guaranty Insurance Corporation, Baltimore 3, Md. 





Fidelity Insurance Company of Canada, Toronto 


CONSULT YOUR INSURANCE AGENT OR BROKER 
AS YOU WOULD YOUR DOCTOR OR LAWYER 
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Since 1928. the vear Recordak introduced 
modern microfilming in a New York bank, 


the resources of the entire organization have 


heen devoted to giving its customers easy, 


trouble-free, economical microfilming. 


Li Mne Mb 06 mfulele ’. .- is designed to bring all the advantages of 
Recordak microfilming to banks of every size . . . at minimum operating cost. 


Look at any of today’s Recordak Microfilmers and you see the end result 
of 22 years of research . . . and experience gained in the production of thou- 
sands of machines: design and engineering features that simplify microfilming 

. that enable any clerk to produce thousands of picture-perfect records in 
an hour’s time. Records that are needle-sharp . . . that can be read quickly, 
conveniently —enlarged in the Recordak Film Reader. 


From a cost point of view, Recordak offers important advantages, too: 
You can get the Recordak Microfilmer best suited to your requirements at a 
surprisingly low rental charge that includes servicing, periodic inspections, 
parts replacements and improvements as perfected. Thus, you can weigh its 
advantages, its savings in your bank without capital investment. And should 
your requirements change, there’s no resale problem—you simply switch to 
the desired type of Recordak Microfilmer. 


2S feild shiyf has only 


CHO OY — row Recordak microfilm- 
ing can save time, effort, and dollars for 
you. It’s a factual story based on working- 
contacts with thousands of banks which 
for years have been using Recordak equip- 
ment and methods. Their services are 
available to you and your staff—always: 
when you're considering the application 
of Recordak microfilming . . . and when 
you’re using it. 


3S film focrcasang 
hhtts have Oly Me 


tit Willy - +0 give you photo- 
graphic records of highest quality— 
promptly. They operate in Recordak’s 21 
conveniently located processing stations 
... using high-speed, precision equipment 
especially designed for the exacting job of 
processing film according to the highest 
scientific standards. 


LU wart? Mi has 

Oily tne Migulin—ro keep 
Recordak microfilming equipment in A-1 
operating order. Skilled technicians call 
at regular intervals . . . thoroughly inspect 
your Recordak equipment. In addition, 
they answer any call for service promptly 
. « . replace parts when necessary. And 
remember all of this is done without addi- 


tional cost to you! 


Four important features, you'll agree. 
And well worth remembering when you 
consider the application of microfilming 
to your banking routines. 


» 


ee 


Write today for a free copy of “In 
Bank After Bank After Bank.” It gives 
complete information on Recordak 
Microfilmers, and the unique short cuts 
and safeguards they make possible. 
Recordak Corporation (Subsidiary of 
Eastman Kodak Company), 350 
Madison Ave., New York 17, N. Y. 


SRECORDORK 


(Subsidiary of Eastman Kodak Company) 
originator of modern microfilming— 





Gaukers Mouthly Lucy No. 81 


(Answers on page 42) 


Circle the letter T if you believe the question is true, the F if false. 


A loan of less money or one for a shorter period 
than will fully meet the needs of the applicant 
is better than no loan at all. T. F. 


The same considerations apply in the case of 

loans to small busimess secured by pledges of its 
own assets as in the case of collateralized loans in 
general. T. F. 


A person whose loan of $10,000 would be highly 

desirable could, by signing a note for a friend as 
personal surety, make a loan of the latter in that 
amount equally desirable. T. F. 


4 | Deferred and single posting has resulted in 
economies of from 10% to 25%. T. F. 


A carbon sheet ledger record is preferable to 
a film record. T. F. 


Statements should be rendered to all customers 
each month. T. F. 


All discount collected should be promptly cred- 
ited to the bank’s earnings account. T. F. 


Deferred accruals of discount must be credited 
to earnings daily. T. F. 


The banking system creates deposits through 
the lending function and the purchase of govern- 
ment bonds. T. F. 


Unwisely granted credit, as a general proposi- 
tion, is relatively more injurious to the bank 
than to the borrower. T. F. 


Erroneous entries on statements should be care- 


fully erased and replaced by correct entries. 
oe 


Corrections to the individual bookkeeper’s Daily 

Journal should be made by subtracting incor- 
rect amounts and adding correct ones, showing the 
name of the account affected. T. F. 
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Indicate opposite the name of portrait below 
the denomination of the currency on which it. 
appears: 


e. Jackson 
f. Grant 


c. Jefferson 
d. Lincoln 


a. ‘Hamilton 
b. Washington 


A check was paid across the counter by the 

drawee bank, and was later found to result in 
an uncollectible overdraft. Can the bank recover 
from its endorser? 


In which four of the following years did financial 
panics take place in the United States: 
a) 1857 b) 1865 c) 1893 4d) 1907 
f) 1933. 


e) 1920 


On February 14, 1933 one of the forty-eight 

States precipitated the famous banking moratoria 
of that year by ordering all banks within its boun- 
daries closed for eight days. Which State? 


What was the greatest bank failure in American 
banking history? 


Only one bank in the United States is able to 

number among its board of directors the name 
of the Secretary of State. He occupies this position 
by virtue of his office. What is the name of that bank? 


Opposite each of the definitions shown in the 
right hand column, place the key letter of one of 
the words on the left which you feel fits best. 


a) Panic 1) Collapse of a period of pros- 
perity 
b) Crisis 2) Protracted period of business 
dullness 
3) A serious financial and credit 
disturbance 
d) Liquidation 4) Part of a business cycle char- 
acterized by falling prices, 
business failures and business 
inactivity. 


c) Depression 


Which of the following are real property and 
which are personal property: 
a. Land b. Securities c. Buildings d. Crops 
e. Mortgage on Land f. Live Stock g. Furni- 
ture. 
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Winder, Ga., Banker-Purina Dealer 
Partnership Proves Profitable to 
Both and to Their Community ... 


Winder is located in the prosperous North 
Georgia broiler-producing area. Here, with 
the aid of good chicks, good feeding and 
management programs and financial backing, 
a whole new source of agricultural income 
has come to the community. 


One team that has played a big role in this 
broiler development is the Banker-Purina 
Dealer partnership in Winder: C. O. Maddox, 
president of the First State Bank, and Ben 
Parks, manager of the local Purina outlet, 
Quality Hatchery, Inc. 

The bank has supplied needed capital while 
the Purina Dealer has supplied good chicks 
and the feeding and management know-how. 
Here’s what Banker Maddox has to say about 
the value of his working arrangement with 
Dealer Parks: 


“There are many advantages in working with 
a dealer who carefully supervises the growers’ 
operation. For instance, a good chick is just as 
important as a good grower. And there’s a tend- 
ency for many growers to become careless about 
management practices unless the dealer keeps 
in close touch with them. 


“W hile our lending limitations limit the amount 
of chicken paper we can finance directly,” Presi- 
dent Maddox points out, “any one of our four 
correspondent banks in Atlanta is always anxious 
to take any excess.” 


Tho (iste Gaetan, Gen Pats lected, dea 4 CO Agricultural loans like these, supervised by a 
Maddox (left), president, and his son, Charles Maddox, vice- man who knows, could help build your com- 


president, in front of the First State Bank of Winder, Georgia. munity. Why not learn to know your local 
Purina Dealer better? 


OPPORTUNITIES IN YOUR COMMUNITY 


There are new opportunities for community building in 
your town, too. Why not make it a point to talk over the 
livestock and poultry possibilities of your area with your 
Purina Dealer soon? 


If you do not have a Purina Dealer in your town now, find 
out about the Purina Franchise as an opportunity for young 
men in your community. Purina Chows for livestock and 
poultry and Purina Sanitation Products are distributed from 
32 strategically located plants and carry the Checkerboard 
label, rural America’s best-known trade-mark. 


For more information on the Purina Franchise, write to Department C, 


RALSTON PURINA COMPANY 
1600 Checkerboard Square St. Lovis 2, Missouri 
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Fundamentals Of 
Investment Banking 


Sponsored by The Investment Bankers Asso- 
ciation of America under the direction of 
Julien H. Collins, chairman of the educa- 
tion committee. Published by Prentice Hall, 
Inc., New York. 

Each chapter is written by a dif- 
ferent author, and such subjects are 
covered as the following: Security 
and Investment Analysis; Private 
Investment Banking Machinery; 
Personal and Institutional Invest- 
ment Problems. 


Each of these subjects is subdi- 
vided, and each subdivision is 
treated by an expert in that subject. 


Some of those bankers who con- 
tributed are the following: John F. 
Fennelly, Glore, Forgan and Com- 
pany; H. C. Taylor, assistant cash- 
ier, Chase National Bank; Victor 
Schoepperle, vice president, National 
City Bank of New York; Franklin 
T. McClintock, vice president, Har- 
riman Ripley and Company, Inc.; 
Percy M. Stewart, Kuhn, Loeb and 
Company; Alec B. Stevenson, vice 
president, American National Bank, 
Nashville, Tenn.; R. B. Blyth, vice 





president, The National City Bank, 
Cleveland, O.; and Thomas H. Bea- 
con, vice president, The First Na- 
tional Bank of Chicago, Il. 


Appraiser Cites Program For 
Improved Community Planning 


Neighborhoods should be planned 
to include an elementary school of 
sufficient size to support 500 to 
1,000 families, said Russell V. Tin- 
ney, Jacksonville, Fla., appraiser, in 
a recent issue of The Review of the 
Society of Residential Appraisers. 


Tinney added that new schools 
should be built to accommodate the 
larger enrollments of 10 years 
hence, when the effects of the high 
birth rate will be apparent and 
budgets will be too small for ex- 
pansion. 


Existence of highly efficient mod- 
ern elementary schools and ade- 
quate playgrounds appeals to fam- 
ilies with children. Good schools 
add value to the dwellings and 
neighborhoods, said Tinney. 


Discussing the importance of wise 


neighborhood planning, he went on 
to say that if the neighborhood is 
planned on a large scale, it will be 
able to support such other essential 
facilities as stores, sewage disposal, 
other utility systems, parks, and 
playgrounds. 


Listing a 15-point program to 
score neighborhoods, Tinney includ- 
ed (1) ample statutory protection, 
(2) zoning, (3) utilities, and (4) 
city government; (5) convenient 
location; (6) proper lay-out; (7) 
adequate drainage, (8) transporta- 
tion, (9) schools, (10) shopping 
centers, (11) type and quality of 
streets, (12) garbage collection; 
(13) police, and (14) fire protec- 
tion; (15) city plan. 


He also said the trend is away 
from the gridiron pattern of streets, 
used extensively in the 1920’s be- 
cause of low engineering costs, and 
that developers are finding it good 
business to follow the terrain, pro- 
tect property owners by appropriate 
minimum building set-backs, and 
reserve portions of new tracts for 
recreational purposes and other 
public use. 





Your Service Knows No Boundaries 
when you sell 


NATIONAL CITY BANK 
TRAVELERS CHECKS 


You actually extend your service . 


. across the country .. 


around 


the world . . when you sell your customers National City Bank 
Travelers Checks. For wherever they go, they will carry the world’s 
safest form of travel currency .. and a feeling of good will towards 
your bank. 


You will find that clients appreciate advice to buy National City 
Bank Travelers Checks when they withdraw funds for travel. Just a 
reminder will frequently result in transactions that are mutually 
profitable . . security for your customer . . increased earnings for 
your bank. Remember, you retain all the selling commission on the 
checks you sell — % of 1%. 


THE 


OF NEW YORK 


First in World Wide Banking 


Head Office: 55 Wall Street, New York 15, N. Y. 


Branches and Correspondent Banks 
in every Commercially Important City in the World 


Member Federal Deposit Insurance Corporation 
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When it comes to making an impression, there’s nothing quite like a check. 
And it isn't just the money value. People are always favorab!v impressed 
when a check is well lithographed on top-quality safety paper. “ Knowing 
this, thousands of bankers have chosen La Monte Safety Paper for their 


checks. These fine papers satisfy the most exacting taste—provide the 


maximum of protection. € If you aren't already using La Monte Safety 
Paper, ask your Lithographer to show you samples. 


A Check Paper All Your Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such 1npivipuALIzED check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 


THE WAVY LINES ® ARE A LAMONTE TRADE-MARK 
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Simplicity the haynet of 
The New Burroughs | 
Bank Bookkeepin 0 

Machine 


You'll have to see it in operation to believe the 


simplicity of this great new Burroughs machine! 


N 
For example, memo records are a thing of the see for yourself how simple itis 


past! All adjustments and corrections are handled 


by the machine. No memo records are necessary. 


[, Insert the form! 


Swift, sure, one-hand form insertion permits 
exact, visible alignment . . . can be done in one 
quick movement. No waste motion! No waste 
time! No chance for error! 


Index the figures! 


; , ; , Just enter the figures on the feather-touch key- 

ators is a simple matter with this easy-to-operate board, and the machine does the rest! And 
incidentally, Burroughs 33% lighter key touch 7 

Burroughs. saves that much operator fatigue . . . reduces 
fatigue-caused errors. 


Burroughs ease of operations and simplicity pay 

big dividends in speed and efficiency. Bank 

posting becomes one swift, smooth, continuous 2 
& 


operation. Then, too, the training of new oper- 


Call your local Burroughs representative and let 
him show you a// the features and a// the advan- 
tages Burroughs offers. Ask him to show you this 


great new machine today! 


< 
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ye Be PP dada Touch the motor bar! 
t Is; : : Watch what happens! The machine auto- 
iil ; ; matically posts the figures in the proper col- 
” umns, carries a running total and positions the 
form for the next line of posting. 


* * * 
roi ) Now try list posting during the posting run! 
inone Lets ee The Burroughs exclusive dual platen construc- 


tion allows you to list checks or miscellaneous 
items during the posting run without disturbing 
any bookkeeping functions! 


— Notice the automatic count feature! 

: This new Burroughs machine automatically 
prints total counts of all checks, check cor- 
rections and returns, deposit entries, deposit 
corrections and accounts active. 


See how the machine stops automatically at end of form! 


No posting below the margin with this 
machine! The statement-ledger end lock stops 
the machine automatically at the bottom of he 
form—regardless of the length of form used! 


WHEREVER THERE’S BUSINESS THERE’S Burroughs 
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Accentuate 
The Positive 


By LOUIS BALDWIN 


A search for a way to say a 
thing that is as pleasant to 
the reader as circumstances 
will allow, will generally be 
found to result in a positive 
approach. 


tive approach is better in any 

business communication than a 
negative approach. To this general 
axiom every “expert” in the com- 
monest form of business communi- 
cation, correspondence, will readily 
subscribe. 

Actually, however, the terms 
“positive” and “negative” are rather 
vague. Since we clearly cannot 
avoid saying “no” and “not” in all 
our letters, the terms can concern 
mere wording only incidentally. In- 
deed, we might be wiser to replace 
them with “pleasant” and “unpleas- 
ant,” for an ultimate objective of 
every letter is to say what we have 
to say not necessarily in a “positive” 
way, but in a way that is as pleasant 
to the reader as circumstances will 
allow. 

To nearly everything we say in 
business—in letters, in telegrams, 
over a ’phone or lunch table—we 
can find an alternative. If the con- 
tent of our message—of our letter, 
let’s say—is itself pleasant to our 
reader, then there is no need for any 
alternative. But if it isn’t—if we are 
refusing to do something he wants 
us to do or doing something he 
doesn’t want us to do—our job is to 
try to discover whether or not our 
action will automatically involve 
something which would be less un- 
pleasant to him and which, there- 
fore, we could stress. 

Is there any reason, for example, 
to tell a man, “We cannot make the 
loan this month?” Certainly not, if 
we could rather say, “We may be 
able to make the loan next month.” 
The second sentence, by implication, 
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Fite in rare instances, a posi- 
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too difficult to make. 






easy to make. 
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NEGATIVE: 
explain it. 






POSIUVE 


you come in. 














makes exactly the same statement 
as the first, but it expresses the 
pleasant aspect of the announcement 
and merely implies {softly but un- 
mistakably) the pleasant aspect. 

The accompanying table of ex- 
amples, perhaps, will illustrate a few 
typical situations in which a brief 
search for alternatives can result in 
a “positive” approach. 





We cannot estimate a probable return until we have exam- 


We shall be glad to estimate a probable return just as soon 
as we have examined the securities. 


We cannot clear this check before June 10. 
We will clear this check on or shortly after June 10. 


Our supply of these forms is exhausted, and we have dis- 
continued their distribution. We are therefore unable to 
comply with your request. 


Though our supply of these forms is exhausted and we no 
longer distribute them, perhaps a supply of the enclosed 
form would serve your purpose just as well. 


We were sorry to learn that one of our representatives 
was late for your meeting. 


We regret that only two of our representatives were on 
time for your meeting. 


We find the last paragraph of your letter rather confusing. 


Everything in your letter is very clear except the last para- 


Because we regularly discard such records after two years, 
we cannot give you the information you have requested. 


Though we keep such records only for two years, the First 
National Bank of Clayton might have some of the infor- 
The contract changes we have suggested should not be 


The contract changes we have suggested should be fairly 


Our new policy reduces confusion in handling deposits. 
Our new policy increases efficiency in handling deposits. 


If you're interested in this new service, we shall be glad to 


We shall be glad to explain this new service next time 



































One-Man Committees 


We need fewer narrowly selfish 
pressure groups, and more pressure 
in the interest of economical Gov- 
ernment. Each of us can be a one- 
man committee to that end.—Daniel 
W. Bell, President of the American 
Security & Trust Co., Washington, 
pee. 
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Newsweek 


; Newsweek looks at Life Insurance 


RECENTLY members of Newsweek maga- 
zine’s editorial staff interviewed Mr. Leroy 
A. Lincoln, President of the Metropolitan 


Life Insurance Company, on the subject of 


Life insurance in general. 


The tremendous role that Life insurance 
plays in the national economy, and the inter- 
esting institutional material developed dur- 
ing the discussion, are so important that a 
motion picture has been made of this inter- 
view. This film will be given wide distribu- 
tion in line with Metropolitan’s “Open 
Book” policy 


Naturally, in reply to questions from the 
editors, Mr. Lincoln made many references 
to Metropolitan’s achievements in 1949. In 
fact, the interview developed the information 
that is customarily included in the Annual 
Report to Policyholders. Accordingly, a 
complete transcript has been printed as the 
Company’s Report for 1949. Here are some 
of the highlights of that report: 


—‘Metropolitan...paid about $769,000,000 
(to beneficiaries and policyholders last year) 
.. and I might add further that...(this in- 
cludes) $502,000,000 to living policyholders.” 
—*For our 33,000,000 policyholders in the 
United States and Canada, the total Life 
insurance in force in the Metropolitan at 
the end of last year was almost $42,000,- 
000,000—an increase of 4 percent over the 
preceding year.” 
—‘*Metropolitan’s assets totaled $9,700,000,- 
000, an increase of about 6 percent over the 
figure for 1948.” 
—*Through the combined efforts of the many 
health organizations, the average expecta- 
tion of life at birth has improved 18 years 
since 1900. At that time it was about 49 
years—while right now it is about 67.” 
—‘Expenses for the Life insurance com- 
panies have gone up the same as for every- 
body else. For example, in the Metropolitan 
last year they increased about 4 percent. . . 
insurance in force in Metropolitan has in- 


creased about 80 percent since 1939, whereas 
operating expenses have increased only 71 
percent.” 


—“In 1949, Metropolitan . . . paid $164,- 
000,000 in dividends to policyholders—the 
largest such amount in the Company’s his- 
tory. Dividends payable to policyholders in 
1950 will be somewhat larger in the aggre- 
gate than 1949.” 


—“Dividends would be substantially higher 
were it not for the low interest returns which 
have prevailed throughout the United States 
and Canada. For example, last year the net 
interest earned on Metropolitan assets was 
3.07 percent, compared with 3.03 in 1948, 
and with 5.18 in 1929.” 


Metropolitan’s Annual Report to Policy- 
holders for 1949 will be sent to anyone on 
request. In addition, copies of the film may 
be borrowed for showing by local business, 
civic, or other groups in which Metropolitan 
policyholders are interested. 


METROPOLITAN STATEMENT OF OBLIGATIONS AND ASSETS...DECEMBER 31, 1949 


(In accordance with the Annual Statement filed with the Insurance Department of the State of New York). 


OBLIGATIONS TO POLICYHOLDERS, BENEFICIARIES, AND OTHERS 


Statutory Policy Reserves . 


. . . 


This amount, which is determined in accordance with legal re- 
quirements, together with future premiums and reserve inter- 
est, Is necessary to assure payment of all future policy benefits. 
Policy Proceeds and Dividends Left with Company 
Policy proceeds from death claims, matured endowments, and 
other payments, and dividends—left with the Company by 
beneficiaries and policyholders to be returned in future years 


Reserved for Dividends to Policyholders 


. $8,252,239,531.00 Bonds 
U. S. Government 


Railroad 
Public Utility 


531,949,902.00 


164,260,999.00 


Set aside for payment in 1950 to those policyholders eligible Stocks 


to receive them. 
Policy Claims Currently Outstanding 


Claims in process of settlement, and estimated claims that 


have occurred but have not yet been reported. 
Other Policy Obligations 


Premiums received in advance, reserves for mortality and 
morbidity fluctuations, reserve for continuing the program of 
equalization dividends on weekly premium policies, etc. 


Taxes Accrued . 


Including estimated amount of taxes 5 payable in 1950 on : the 
business of 1949 and $10,000,000.00 for Federal Taxes on 1947 


and 1948 income under pending bill. 
Contingency Reserve for Mortgage Loans 
All Other Obligations 

TOTAL OBLIGATIONS 


SURPLUS FUNDS 
Special Surplus Funds . 


Unassigned Funds (Surplus) . 
TOTAL SURPLUS FUNDS 


TOTAL OBLIGATIONS AND SURPLUS FUNDS 


All but $4,534, 643. 85: are Praferved « or Guanuaitind. 


35,804,438.43 


64,879,400.04 
Loans on Policies . 


36,825,574.00 
in the aggregate) 


21,000,000.00 
42,355,959.00 
. $9,149,315,803.47 


Cash and Bank Deposits . 
$ 84,252,000.00 


474,379,879.03 


558,631,879.03 
$9,707,947,682.50 


Canadian Government 
Provincial and Municipal 


Industrial and Miscellaneous 
Bonds of the Company's eres wees 
ment corporations . . 


Mortgage Loans on Real Estate . 
Mortgage Loans on City Properties 
Mortgage Loans on Farms 


Real Estate (after decrease by a of $25,000,000.00 


Premiums, Deferred and in Course of Collection 
Accrued Interest, Rents, etc. . 


TOTAL ASSETS TO MEET OBLIGATIONS 


ASSETS WHICH ASSURE FULFILLMENT OF OBLIGATIONS 


. $7,298,735,485.05 
‘$2, 884, 039,974.00 
242,548,827.19 
69,029, 148.93 
. 492,569,747.96 
. 1,322,222,366.98 
. 2,167,230,348.06 


121,095,071.93 


136,059,753.85 


o «= « + « OSPR SSR SOLS? 
$1,164,238,419.48 
106,829, 132.49 


393,258,765.52 


Made to policyholders on the security of their policies. 


247,728,331.90 


Housing projects and other vent estate 
acquired for investment 

Properties for Company use . 

Acquired in satisfaction of mortgage in- 
debtedness (of which 
under contract of sale) . 


$198, 151,779.86 
38,588,738.97 


$7,166,352.46 is 
35,987,813.07 


150,379,081.15 
137,886,883.07 
72,831,829.99 


. $9,707,947,682.50 


NOTE—Assets amounting to $456,197,535.92 are deposited with various public officials under the requirements of law or regulatory authority. 
In the Annual Statement filed with the Massachusetts Insurance Department, Statutory Policy Reserves are $8,252,353,652.00. Policy Claims 
Currently Outstanding are $35,863,091.43, and All Other Obligations are $42,183,185.00. 


COPYRIGHT 1950 METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Ch) 1949. 


METROPOLITAN LIFE INSURANCE CO. 


Gentlemen: 


1 Madison Avenue, New York 10, N. Y. 


Please send me a copy of your Annual Report to Policyholders for 
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Strengthen Your 
Doubtful Risks 


With Lawrence 


Receipts 


| ee by its prevailing risk 
criterion, a bank’s portfolio 
contains many loans on open 
account which may well be 
placed on a secured basis. 


Lawrence warehouse receipts, 
issued on the borrower’s inven- 
tory, will protect the lender with 
fundamentally sound collateral. 

New“Small Business” Depart- 
ment now extends Lawrence 
service to inventories valued as 
low as $5,000. 


Lawrence warehouse receipts 
are supported by the strongest 
financial statement in the field 
warehouse industry. Lawrence 
has always discharged, in full, 
its liability to all holders of 
Lawrence Warehouse receipts. 

Lending institutions have 
profited with Lawrence field 
warehousing in dealing with 
more than 20,000 business 
firms, over a period of 35 years. 


Booklet Gives Field Warehouse Facts 


Tells how Lawrence 
field warehousing 
makes secured credit 
possible for accounts 
in your portfolio. 
Write for free copy, 
Borrowing on 
Inventory.” 


AWRENCE WAREHOUSE 
(COMPANY 


Nationwide Field Warehousing 
DIVISION OFFICES: 
SAN FRANCISCO 11, CALIF. 
37 Drumm St. 


CHICAGO 2, ILL. 
100 N. La Salle St. 


72 Wall St. 


NEW YORK 5,N.Y. 


How To Make Trust Work Profitable 


By ROBERT A. WILSON 


Vice President, Pennsylvania Company 
for Banking and Trusts, Philadelphia, Pa. 


N SPITE of a background of edu- 
| cation, encouragement, and even 
of criticism, the majority of trust 
departments in this country still op- 
erate at a loss. In fact, there is good 
reason to believe that only one out 
of four departments actually makes 
a profit. 


Don’t ever let anyone tell you that 
present existing trust accounts can- 
not be placed on a profitable basis. 
Approached in an orderly manner, 
logically presented to all interested 
parties, you will find that most per- 
sons are sensible and reasonable, 
with a sense of personal pride, that 
prompts them to agree with ade- 
quate fees to the fiduciary. My ex- 
perience has been that, in most 
cases, if they are properly presented 
in an unhurried manner involving 
two or three roundtable interviews 
with the interested parties, a satis- 
factory increased fee can be ob- 
tained. 


We trustmen are the custodians 
of property which has been created 
by the work of several generations. 


| We are in the trust business today 


only because the American people 
have the right to earn money, to 
save money, and to pass it along to 
those who come after them. 


Only a profitable trust depart- 
ment can be strong, and only a 


| strong department can be a shining 


example of American enterprise at 
its best. Here is a program to guar- 


| antee profitable operations: 


1. Eliminate the performance of 
free services to the fullest extent 
possible. 


2. Adopt the recommended cost 


| accounting procedure of the ABA 
| Trust Division’s Committee on Costs 


and Charges. The procedure calls 
for determining the net earnings of 
the trust department as a whole, as 


| well as net earnings for each di- 


vision. 


3. Adopt the Committee’s recom- 


of discussing trust costs in a frank 
manner with potential customers, 
co-trustees, and beneficiaries. 


5. Make a compensation charge 
against charitable, educational, re- 
ligious, and other similar institu- 
tions sufficient to cover costs and 
allow for some margin of profit. This 
type of acount is likely to be more 
costly to handle than regular ac- 
counts. 


6. Adopt adequate compensation 
schedules for usual services and spe- 
cify what services will be regarded 
as unusual and therefore call for 
additional compensation. 


7. Do not reduce compensation 
payable to the trust institution by 
dividing such compensation with in- 
dividual co-fiduciaries, especially in 
small and medium-sized accounts. 
Whenever possible, compensation 
payable to individual co-fiduciaries 
should be in addition to that paid to 
the trust institution. 


Se 


Now It Can Be Done! 


Sidewalk traffic can be stopped. 
When the recent flood of counter- 
feits hit Denver, Colo., the Denver 
National Bank placed samples of 
the bills in one of its display win- 
dows. The display instantly drew 
crowds. Word spread, and people 
who had never seen a counterfeit 
made special trips to see the “phony 
money.” Sidewalk traffic at times 
was all but blocked as counterfeit- 
conscious Denverites studied the 
characteristics of the bill that had 


Los Angeles * Boston © Philadelphia « Pittsburgh 
Buffalo « Cleveland « Cincinnati * Kansas City 
St.Louis ¢ Atlanta ©« Des Moines ¢ Charlotte 
New Orleans * Houston « Dallas « Denver « Phoenix 
Portland « Seattle * Spokane * Stockton © Fresno 
Washington, D.C. © Manila, P. |. 


mended system for determining the 
cost of handling each individual 
trust account. 


cost so many over one spectacular 
weekend. 


The display was arranged through 
co-operation with the United States 
Secret Service. 





4. Do not accept non-profitable 
trust business. Adopt a sound policy 
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Checks Scattered Over 
Three Miles Of Tracks 


During a January sleet and hail 
storm a mail bag thrown from a 
passing train at Milford, Ohio, skid- 
ded for some distance and burst 
open. The suction caused by the 
train, together with the wind, scat- 
tered the contents of the bag for 
some distance down the tracks. 

F. C. Hartsock, president of the 
First National Bank at Milford, 
commented on the incident as fol- 
lows: 

“The matter of most concern to 
us was an envelope containing the 
transit letter from the Cincinnati 
branch, Federal Reserve Bank of 
Cleveland, which contained about 
$50,000 worth of checks on our 
bank. These checks were scattered 
along the Pennsylvania right of way 
for over three miles, and most of 
them were gathered up by the Post 
Office employees. For your informa- 
tion, this collection of wet and bad- 
ly soiled checks were all returned 
to the Federal Reserve Bank, where, 
by the use of the Recordak film, 
they were able to determine which 
checks were lost and obtain photo- Typing with the 
stat copies without bother to us.” 
































































































Remington Noiseless Typewriter 





The Prentice-Hall Wills Course 
Published by Prentice-Hall Inc., 70 Fifth Ave- @ Bank personnel and customers alike will welcome the freedom from 
ave, Mow Vern 90, 0. ¥. Ritts $28, 960 pp. clatter that the New Remington Noiseless DeLuxe — the typewriter with the 


The Prentice-Hall Wills Course : ; 
° Velvet Touch—will b d f , 
fuck Guaabed: te a tecdiieal “lew elvet Touch—will bring to every department of your bank 



































to” guide for trust officers for mak- . In addition, the quiet dignity of your bank operations will be enhanced 
ing wills and planning and adminis- immeasurably by the use of this distinctively efficient, guiet typewriter. 
tering estates. The task of draw- Cameo-clear printwork ...new non-glare DeLuxe Gray finish ... Finger-Fit 
ing up a will is simplified by the keys plus a significant increase in operator efficiency are a few of the exclu- 








inclusion of actual specimens of 
complete wills, tested will clauses, 
and a complete series of estate 





sive benefits of the Remington Noiseless. 
Mail the coupon below for details on how you can attain typing perfec- 


























planning forms. A new compilation tion with nerve soothing quiet. 
of “local” statutory and case law 
gives selected statutes and cita- THE FIRST NAME 





tions from all states. 

A section of the course is devoted 
to an explanation of the effect of 
the 1948 tax law on existing wills, 
with aids for drafting new provi- 
sions and making entirely new in- 
struments under the law. 

There are comprehensive check 
lists for checking new wills and re- 
viewing old ones. A cross-reference 
table indicates sources for more de- 
tailed research. The course is pub- 
lished in binder form and is tab- 
indexed for convenient use. 
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High School Classes Best Place 
For Public Relations 


The author has learned by conducting classes that parents are 


influenced more quickly and more profoundly by what children 


are taught than if the education is confined to the parents. 


By GEORGE H. RAST 


Cashier 
The First National Bank of Leesburg, Fla. 


E are sure that teaching 
W banking in our local high 
school has been the most 
productive public relations work we 
have ever done. It has brought more 
actual business to the bank (and 
promises to bring still more in the 
future) than any other type of ac- 
tivity. 

While the teaching was in the 
form of a special course in banking, 
it was actually just one unit of the 
twelfth grade arithmetic class. It 
was made up of one lesson each 
week for a period of 15 weeks. Each 
lesson was illustrated with actual 
documents such as checks, deposit 
slips, and so on; or was illustrated 
by showing the actual work within 
the bank. Four of the class lessons 
were in the bank; the other 11, in 
the classroom. The 15 lessons may be 
described briefly as follows: 

1. What the check is and how to 
write it. 

2. Deposit slips and how to pre- 
pare them. 

_ 3. How to make up payrolls. 

4. How to open an account with 
the bank. 

5. How the tellers do their work. 

6. How the bank protects cur- 
rency and coin against theft and 
fire. 

7. How currency and coin is made. 

8. How the bank keeps record of 
all its transactions. 

9. How machines help with the 
bank work. 

10. How people borrow money 
from a bank. 

11. How to make out a note. 

12. How a bank makes collections 
for its customers. 
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13. How to carry funds on a long 
trip with the aid of the bank. 

14. Five types of banks in the 
United States. 

15. Award of certificates in bank- 
ing. 

I think that the titles of these var- 
ious lessons will indicate quite well 
the subjects covered, but I should 
like to emphasize that each lesson 
was illustrated with the real thing. 
When we were talking about checks, 
we had blank checks for each stu- 
dent. We showed them how to make 
out the checks and let them make 
out real checks which were used in 
other lessons. For example, these 
checks were later distributed to oth- 
er students who made use of them 
during the class on the preparation 
of deposit tickets. 

We used the blackboard frequent- 
ly to demonstrate how to write a 


check and how to make out a de- 
posit ticket. We emphasized the er- 
rors that are commonly made and 
told the class why these errors must 
be avoided. 

For example, we emphasized the 
inconvenience of stale dates, the 
danger of differences between 
words and numerals in the check 
amount, and the delays caused by 
checks being signed with a name 
other than that on the signature 
card in the bank. 


In teaching about deposit tickets, 
we emphasized the importance of 
carefully listing currency, coin and 
checks separately. We discussed 
check indorsements of various 
kinds, particularly emphasizing in- 
dorsing a check for deposit and in- 
dorsing a check for cashing in the 
bank. We emphasized the danger of 
giving out checks made payable to 
“cash” and gave the students prac- 
tice in making different types of 
checks and indorsing them in dif- 
ferent ways. 


A lesson on payrolls was good 
exercise in arithmetic and also em- 
phasized the different types of coins 
and currency. 

When we considered opening an 
account with the bank, we discussed 
the different types of accounts, in- 
cluding checking, savings, joint ac- 


Looks like everybody passed. Mr. Rast is shown awarding certificates to one of his 
classes at the conclusion of 15 week course in the fundamentals of banking. 
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counts, partnership, and corporation 
accounts. We had actual signature 
cards for the class to see and fill 
in. We also had passbooks. 

We explained why the bank wants 
to know as much as possible about 
the new depositor as well as about 
the person who is a stranger and 
wants to cash a check. We explained 
how satisfactory references can be 
obtained. 

When the class visited the bank 
for the first time, we had the tellers 


demonstrate their work and one pu- 


pil was chosen to open an account. 
This student, of course, had already 
had experience with the deposit 
ticket and the signature card in 
class. 

Another student was assigned to 
open a savings account. 

On this same trip, the vaults were 
shown and all of the features ex- 
plained, including the safe deposit 





boxes. A discussion of the rules gov- | 


erning the rental and admission to 

boxes was a feature of the trip. 
Mutilated money was displayed, 

and it was explained that this 


money is shipped to the Federal Re- | 


serve Bank for final destruction. 


Coin counting and wrapping ma- | 


chines were also exhibited. 
In the lesson on money, we told 


about the bureau of printing and | 


engraving. We explained how coun- 
terfeit money is recognized and we 
again laid emphasis upon keeping 


currency in the bank ‘where it is | 
protected by strong vaults. We also | 


discussed burglar insurance, the 


bonding of employees, and FDIC in- | 


surance, 


Students Learn About 
Bookkeeping Routine 


Before taking the students to the 
bank for the second visit, we ex- 
plained the routine of bookkeeping, 
emphasizing proof, machine in- 
dorsements, and sorting. We ex- 
plained the difference between 
checks “on us” and “foreign” 
checks and told what the bookkeep- 
ers do with deposit tickets. We 
also explained the photographing of | 
checks and vouchers and the post- | 
ing of the ledger. We emphasized 
the important things a bookkeeper 
must watch for and why some 
checks must be returned. We dis- 
cussed the cancellation of checks 





and their filing and the making of 
monthly statements. 
Then, at the next period, we took 
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Will an embezzler spend 
the money you lend? 


In far too many cases, embezzlement losses suffered 
by a borrower have made it difficult—even impossi- 
ble—for the bank to recover its loan. 

Realizing that a protected borrower is a safer 
risk, more and more bankers are insisting that 
applicants for business loans be adequately insured 
against loss through employee dishonesty. 

Your local F&D representative is on call to 
check the form and sufficiency of your borrowers’ 
dishonesty insurance. This extra protection costs you 


nothing—may save you thousands. 


. ) FIDELITY, SURETY AND BANKERS 


BLANKET BONDS; BURGLARY AND 
OTHER NEEDED FORMS OF INSURANCE 


-OSIT COMPANY 
Maryland 





Fipeuity 


Baltimore 


AFFILIATE: AMERICAN BONDING COMPANY OF BALTIMORE 





the students to the bank and dem- 
onstrated all of this, showing the 
operation of the proof machine and 
all of the others. We also demon- 
strated the calculation of service 
charges. 

After each visit to the bank, we 
briefly reviewed the high points of 
that experience before undertaking 
the study of any new material. In 
addition to this discussion, lesson 
number nine included a quiz test 
made up of a number of “true or 
false” statements which had been 
multigraphed and handed to each 
student. 

Lesson number 10 was on bank 
loans. The different kinds of notes 
and collateral were explained. The 
term “open line credit” was made 
clear, and the subject of installment 
loans was dwelt upon. 

The class, being one in arithmetic, 
was given a number of problems in 
computing interest. Then, each «2 
was provided with a blank not d 
had the experience of making w .ut 
with the help of the blackboard 
demonstration. 

The third visit to the bank em- 
phasized loans, and one member was 
chosen to make application for a 
loan. He prepared a financial state- 
ment, consulted with the loan offi- 
cer, and then signed the note. The 
students were then shown how notes 
are recorded, how payments are re- 
corded, and how the special ma- 
chines and files are used. In addition 
to this, the class visited the office 
of each bank officer and each offi- 
cer made a short talk to welcome 
the students. 

At the next class session, follow- 
ing a question and answer period, 
an effort was made to correlate 
the observations made by the stu- 
dents on the three visits to the bank. 

The fourth visit to the bank in- 
cluded a study of the collection de- 





What The Banking Course 
Does For The Bank 


1. It makes future customers of 
the students. 

2. It teaches the parents through 
the students. 

3. It adds new depositors—both 
parents and students. 

4. It stimulates parents to borrow 
from the bank. 

5. It makes the entire bank staff 
more public relations minded. 


partment; the issuance of cashiers’ 
checks, certified checks, travelers 
checks, and so on; the mailing de- 
partment and the filing department. 

Lesson 14 was an over-all study 
of our banking system, and five dif- 
ferent types of banks were ex- 
plained, including commercial, sav- 
ings, industrial trust companies, and 
the Federal Reserve Banks. 


Certificates Awarded To 
Students Who Complete Course 


Early in January, 54 students at 
the Leesburg high school received 
the certificate in Banking which we 
award to those who have satisfac- 
torily completed the course. Espe- 
cially designed and printed for the 
occasion, the certificates were signed 
by the president of the bank, by 
myself and by Mrs. Allene Turner, 
the high school mathematics teach- 
er. The student’s name appeared in 
a prominent position on the certifi- 
cate. 

This is the third year we have 
conducted these classes in the fun- 
damentals of banking. Through the 
excellent cooperation of Mrs. Tur- 
ner, instructing this class in bank- 
ing has been a most enjoyable and 
profitable experience. Judging from 
the response and interest evidenced 
by the students, the feeling is defi- 
nitely mutual. 

We feel that every one of these 
boys and girls is now familiar with 
banking techniques and almost of 
equal importance, has a general 
knowledge of the services rendered 
by our bank and the place it occu- 
pies in the community. 

This banking course has made 
many future customers of the stu- 
dents, but we are sure that it has 
taught the parents even more be- 
cause of what the students have 
discussed about the course at home. 
It has definitely brought many new 





depositors, both parents and stu- 
dents. It has stimulated a number 
of parents to borrow from the bank, 
and, without a doubt, it has made 
the entire bank staff more public 
relations minded. 


We doubt seriously that any bank 
would have difficulty in obtaining 
the privilege of working in any high 
school which has acquired the phil- 
osophy of trying to equip its stu- 
dents to meet life and earn a living. 

One of the most wonderful public 
relations fields open to banking to- 
day is this opportunity to bring the 
bank to the classroom. The divi- 
dends are so great in the present 
and in the future that it would well 
pay any bank to hire men for the 
job, regardless of cost. 

It is our hope that other bankers, 
and there are many who have que- 
ried us about it with a similar plan 
in mind, learning of our experience, 
will become interested in this new 
type of banking course and will car- 
ry it into their own local schools. 


Answers To Bankers Monthly 
Quiz No. 81 


All page references are to the 
March 1950 issue 


F. Mr. Du Vall points out in the 

first column of page 10 that “If 
the bank is not willing to do the job 
called for he and his client are both 
better off if the banker declines to 
go along.” 


F. Mr. Du Vall states in the 

second and third columns of 
page 10 that in the former case it is 
necessary to determine “to what ex- 
tent the collateral will afford pro- 
tection independently of the bor- 
rower’s fortunes?” 


F. Mr. Du Vall explains in the 

first column of page 12 that col- 
lection of a loan from a surety may 
prove to be quite distasteful. 


T. Mr. Wellings states at page 

14 that elimination of dribble 
posting and reduction of balance 
pick-ups and postings, with the re- 
sulting fewer motions and errors, 
have brought about such a saving. 


F. Carbon sheets are more ex- 

pensive, require more storage 
space and are more difficult to 
handle. Use of film also eliminates 
possibility of alteration and substi- 
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tution of records, and provides cus- 
tomer with more detailed informa- 
tion Mr. Wellings, page 18. 


T. Rendering statements 

quarterly or semi-annually or 
at longer intervals could readily re- 
sult in a costly delay in the dis- 
covery of forgeries or errors in the 
recording of checks and deposits. 
Mr. Wellings, page 23. 


F. To credit substantial lump 
sums of unearned discount to 
the bank’s earnings causes earnings 
actually accruing in one accounting 
period to be reflected in the operat- 
ing results of another, possibly lead- 
ing to mistaken conclusions and de- 
cisions. Mr. Unwin, page 26. 


8 | F. The monthly transfer of ac- 

cruals of discount is as effective 
for all practical purposes, and in- 
volves much less labor. 


fg) T. Mr. Curry, column 2, page 


20. 
F. Mr. Curry, pages 20 and 
al. 


F. All errors should be ad- 

justed by actual entry, and the 
statement remade and balanced. Mr. 
Wellings, page 16. 


T. Mr. Wellings, column 2, 


page 16. 
a. $10 b. $1 c«. $2 d. $5 
e. $20 =f. $50 


14) No. The general effect of a 
payment of cash over the 
counter is stated in Fidelity & Cas- 
ualty Co. of New York v. Planen- 
scheck (1929) 200 Wis. 304, 227 N. 
W. 387, 389: “. . . The cashing of 
a check by a bank upon which it 
is drawn effectually closes the 
transaction, retires the check, and 
discharges the liability of all parties 
thereto.”—Paton’s Digest. 


1857; 1893; 1907; and 1933. 


Michigan. Other states took 

similar action and on March 6, 
1933 the President declared a na- 
tional “bank holiday”. 


Failure of the Bank of the 

United States, a New York City 
institution, on December 11, 1930. 
Depositors in the number of 413,000 
and claims totaling $189,250,743 
were involved. 


Export-Import Bank which was 
originally created by Executive 
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INCOME: 


From transportation of freight, 
passengers, mail, express, 








From other sources—interest, 
dividends, rents, etc 


Total Income 


EXPENDITURES: 


Payrolls, materials, fuel, 
















NET INCOME: 


For improvements, sinking 
funds, and other purposes. . 








Order in 1934 as a District of Co- 
lumbia banking corporation, and 
became a permanent independent 
agency of the United States by leg- 
islation approved in 1945. Manage- 
ment of the Bank is vested in a 
board consisting of the Secretary 
of State and four full time mem- 
bers appointed by the President 
with the consent of the Senate. 


a—3; b—1; c—2; d—4. 


Personal property consists of 
tangible and intangible movable 


THE BALTIMORE AND OHIO 
RAILROAD COMPANY 


SUMMARY OF 1949 ANNUAL REPORT 


PAE ia re Ce $356,708,017 D 


rere re re $363,775,654 D 


ices ond ftames........... $321,895,524 D $33,301,182 
Interest, rents and miscellane- 

Ct CH Biko eve es 35,010,303 | 5,645,040 

Total Expenditures ...... $356,905,827 $27,656,142 


$6,869,827 D $15,288,468 


Due principally to work stoppages in the coal and steel indus- 
tries, freight revenues were $39,728,935 less in 1949 than in 
1948. Passenger revenues were $2,670,298 less. 


The 40-hour week established for certain classes of employees 
September 1, 1949, and the increase in rates of pay, both rec- 
ommended by the Presidential Emergency Board, were largely 
responsible for the high level of operating expenses in 1949. 


The return on the net investment of the Company in property 
devoted to public transportation in 1949 was 2.77%, or 1.53 
points less than the 4.3% in 1948. 


During 1949, outstanding System interest-bearing debt, in- 
cluding equipment trusts, was further reduced $15,041,414. 


A dividend of $1.00 per share on Preferred Stock was de- 
clared December 21, 1949, and paid January 25, 1950, to 
stockholders of record January 3, 1950. 


Year 


Comparison 
1949 


with 1948 








$43,482,430 
7,067,637 | 537,820 
$42,944,610 


























goods or possessions. Real property 
on the other hand, includes land, 
buildings and whatever is perma- 
nently attached to the land. 

Real property: a, c. Personal prop- 
erty: b, d, e, f, g. 


Isn't It The Truth! 


You can’t change the past, but 
you can ruin a perfectly good pres- 
ent by worrying about the future. 
—American Eagle, American Na- 
tional Bank and Trust Company, 
Chicago. 
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Mosler Offers ‘‘Fire Fortress”’ 


The Mosler Safe Company of New 
York is placing in the hands of deal- 
ers its “Fire Fortress,” a safe giv- 
ing both fire and burglary protec- 
tion for records, cash and valuables. 


The safe is ideally suited for use 
in homes and departmental and pri- 
vate office use in large organiza- 
tions. 


The “Fire Fortress” carries fire 
and burglary labels of the Under- 
writers’ Laboratories, Inc., as well 
as similar labels from the Safe Man- 
ufacturers National Association and 
gets the Low E Burglary insurance 
rate less 10% for contents of the 
chest. 


The safe has inside dimensions of 
18% inches by 14% inches and a 
depth of 20 inches and comes 
equipped with several sizes of 
money chests. 


Check What You Need And Mail This Form 


1. Addressing Machines 31. Coin Counting and Packaging 58. a Depositories 

2. Air coernpoey | Machines 59. Nig we Bags 

3. Architects and Builders 32. Coin Envelopes 60. Pass Books 

4. Bandit Resisting Enclosures 33. Coin and Currency Trays 61. Past Due Notices 

and Alarm Systems 34. Coin Wrappers . 62. Pay Roll Envelopes 

5. Bank Building Fixtures 35. Counter Screens 63. Personalized Checks 

6. Banking by Mail Envelopes 36. Coupon Books 64. Personal — Advertising 

7. Binders, Check, Bookkeeping, 37. Currency Straps 65. Personal Loan Systems 

Ledger 38. Dating Machines and Stamps 66. Photographic Bank Systems 

8. Bookkeeping Equipment 39. Deposit Ticket Files 67. Proof Machines 

9. Bronze and Brass Signs 40. Desk Lamps, Fluorescent 68. Railings 

10. Bulletin Boards 41. Desk Pen Sets 69. Recorders, Voice 

11. Calculating Machines 42. Doors, Bronze, Aluminum, 70. Rubber Stamps 

12. Chairs, Posture, Office Stainless Steel 71. Safes, Fire and Burglar-Proof 
13. Changeable Signs 43. —— 72. Safe Deposit Boxes 

14. Checks 44. Expanding Filing Envelopes 73. Safe Deposit Records 

15. Check Book Covers 45. Filing Cabinets 74. Savings Banks, Home, Pocket 
16. Check Cancelling Perforators 46. Forms, Machine Bookkeeping 75. Scales, Postal, Parcel Post 
17. Check Desks 47. Forms, One-Time Carbon 76. Seals, Coin Bag 

18. Check Endorsers 48. Forms, Continuous 77. ei ee. 
19. Check Files 49. Grilles and Gates 78. Storage Files 
20. Check Protectors 50. Inter-Office Communicating _79. Time and Delayed Time Locks 
21. Check Signers Systems 80. Time Stamps 

22. Check Sorters 51. Interest Tables 81. Travelers Checks 

23. Check Sorting Trays 52. Ladders 82. Trucks, Tellers 

24. Checking Account Plans 53. Lighting Systems, Fluorescent 83. Typewriters 

25. Christmas Savings Clubs 54. — Envelopes 84. Typewriter Stands 

26. Clocks—Outdoor 55. Map 85. Vaults 

27. Coin Bags 56. Metered Mail Systems 86. Vault, Trucks 
28. Coin Boxes 57. Name Plates and Desk Signs 87. Vault, Ventilators 


29. Coin Changers 
30. Coin Counting Machines 
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Rand McNally and Co., 536 So. Clark St, Chicago 5, Il. 
Please have buying information sent us on the items circled above. 


For additional information about 
this safe write the Mosler Safe 
Company, 320 Fifth Avenue, New 
york 1, N.Y. 


Remington Rand Offers 
Electric Typewriter Test 


The Electri-conomy, Remington 
Rand’s 1950 electric typewriter, is 
a streamlined combination of chip- 
resistant gray wrinkle finish, black 
plastic keys with injection molded 
characters that will not wear off 
and black plastic operdting levers 
and platen knob that resist marking 
and staining. 


One-space tabulation, governor- 
controlled tab-key carriage return 
for wide tabulations, faster space 
bar operation and key resistance 
reduced almost 50 per cent to 2% 
ounces are some of the refinements 
in this new machine. In addition, 

















88. Visible Records 
89. Windows and Lobby Displays 






























































newly designed, 


fully 
“cushion-grip” rubber feet reduce 
machine sound and slippage. 


insulated 


A free test based upon use of an 
Electri-conomy typewriter supplied 
by Remington Rand for any typing 
station the businessman selects may 
be obtained by contacting Reming- 
ton Rand, 315 Fourth Ave., New 
York 10, N. Y. Results of this trial 
are extended in terms of a report 
which includes the operation of 
every typing station in the depart- 
ment or office. 


Please mention Bankers Monthly 
when writing for this free service. 






Burroughs Announces Sensimatic 
Accounting Machine 


Burroughs Adding Machine Com- 
pany of Detroit has expanded its 
accounting machine line with the 
release of a new type of mechanical 
accounting machine, the “Sensi- 
matic,” which features automatic 
control of its operations through a 
“sensing unit.” 


The Sensimatic control unit is 
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attached to the carriage. As the 
carriage moves, the control unit 
transmits a series of rapid-fire in- 
structions to the 7,000-part working 
mechanism. It tells the machine to 
add or subtract, to select certain 
columns for printing the answers it 
has computed, to retain two totals 
simultaneously, to print in red or 
black. The unit also automatically 
controls all of the operations of the 
new type of carriage. 





Brain cells of the control unit are 
the hundreds of projecting steel fin- 
gers which can be seen when the 
unit is removed from the machine 
and turned upside down. These fin- 
gers are locked in position in the 
unit in a pre-arranged pattern, 
which directs the machine auto- 
matically through a complete pro- 
gram of accounting operations. 


Four complete “brains” are as- 
sembled into each control unit to 
handle four different accounting 
jobs according to the user’s specifi- 
cations. The operator may switch 
from one to another by flicking a 
knob, or she may remove the entire 
unit and snap another into position 
with an entirely new set of brains, 
ready for four totally different ac- 
counting jobs. The number of pos- 
sible variations in programming, by 
altering the pattern of the steel 
fingers in the control unit, runs high 
into the millions. 


In the development of Sensimatic, 
other advances were made also. 
New, lighter materials have been 
employed and every one of the 7,000 
parts has been newly designed. A 
new kind of “timing” has been per- 
fected which permits the machine 
to perform its computations even 
while the carriage is in motion. 


The movement of the carriage in 
both directions is controlled by the 
motor, and the new carriage assem- 
bly permits the carriage to change 
directions quickly upon a signal 
from either the control unit or the 
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TWO MILLION NEVER SAW AN ELEPHANT 


We are reminded by Joe E. Wells, 
editor of the COLOMA COURIER of 
Coloma, Michigan, that each year when 
the circus comes to town, with the same 
old ballyhoo, it meets the same enthu- 
siastic reception it got when we were 
kids because each year there are “two 
million people who never saw an 
elephant”. 


Each year two million citizens grow up 
and for the first time experience the 
thrill of tasting Phil's Famous Ham- 
burgers or Scott’s Sundaes...of using 


a safety razor or trying out various 
shades and flavors of lipstick. So many 
wonderful things are ‘‘discovered” each 
year by so many people and at all differ- 
ent age levels. 


Just think! If we who have things to 
sell stopped telling people about them 
for even a short three-year period, there 


He Luxe 


operator. This new principle en- 


ables the machine to print while 


tabulating in either direction, and 
thus 
many accounting forms which for- 
merly presented serious obstacles 
to efficient operation. 

A.new principle of construction 
employed in the Sensimatic allows 
easy maintenance, since it is made 
up of nine individual sections which 
may be quickly removed when 
necessary for repairs and adjust- 
ments. 




























simplifies the handling of 


SECURITY CHECK CERTIFIER 


would be six million people who 
would never hear about them and prob- 
ably many millions more who would 
forget. 


It is perhaps trite to say that the job 
of selling is never done, but some of us 
need the reminder. How many million 
people never knew they could borrow 
small sums of money from legitimate 
banking institutions? How many realize 
how inexpensive it is to use the check- 
ing facilities of banks? As a matter of 
fact, how many don’t know the advan- 
tages of using Personalized Checks, 
even though we have been consistently 
emphasizing their advantages for the 
past eleven years? 


None of us have even begun to tell the 
story, and even when we do tell it to 
everyone there will still remain those 
two million new people who each year 
hear it for the first time. 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 





GEORGE V. La 
MONTE, JR., has 
been elected to 
the board of di- 
rectors of George 
La Monte & Son, 
Ltd., Toronto. 
This company is 
the Canadian 
subsidiary of 





George V. LaMonte, Jr. George La Monte 


& Son, Nutley, N. J. Mr. La Monte 
has served at Nutley in a sales ca- 
pacity for a number of years. 
















The entire certification is cut entirely through 
check and printed on both the front and back 
of check in one simple operation, printing 
one side in red and the other side in bive. 


Model “J” cuts Amount, Name, Date and 
Serial Number. 


Model “‘S” cuts Name, Date and Number. 


Keys, serrating roll and other parts are made 
of solid brass to prevent warping and to 
assure long service. In use by banks through- 
out this country and abroad. 


Agents Wanted - 


SECURITY CERTIFIER COMPANY 
5 Beekman Street § New York 7, N. Y. 


Many | 5 
\ 
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Safe Behind Glass, Banker Thwarts Bandits With Tear Gas 


With money becoming increas- 
ingly hard to earn, bankers should 
be prepared for an increase in bank 
holdups, John Mosler, of the Mosler 
Safe Company, stated recently. 

“The recent unsuccessful holdup 
of the Maybrook, New York, Na- 
tional Bank,” Mr. Mosler said, “‘is 
an ideal example of the part that 
proper equipment can play in 





GET RESULTS 


WITH OUR 
newspaper mat ads 


BAUDER-BAKER, INC. 


225 NO. MICHIGAN AVE. - CHICAGO 1, ILL 


thwarting a holdup. Cashier Charles 
A. Crist, when confronted by three 
armed bandits while he stood pro- 
tected by bullet-proof glass, calmly 
told them to ‘Go to Hell,’ and re- 
leased tear gas in their faces. Mr. 
Crist later credited his bravery to 
his foresight in having the bullet- 
proof windows installed in the 
bank. He’said it was the ‘smartest 
move I ever made’. 

“This installation, a Mosler-Du- 
plex bullet-proof teller’s cage 
known as a ‘Bandit Barrier,’ has 
three-ply glass 1-3/16 inch thick 
tested by the Underwriters Labora- 
tories to withstand such firearms as 
the Colt .45 pistol and the Smith & 
Wesson Magnum revolver. The lat- 
ter weapon has a rated penetrating 
power of fifteen %-inch pine 
boards. Bullets fired by the ban- 
dits did not penetrate the glass,” Mr. 
Mosler said. 


Care And Repair 
Of The House 


U. S. Dept. of Commerce, Washington, D. C. 
or Room 1150, 332 S. Michigan Ave., Chi- 
cago 4, Ill. Price: 50c. Discount in quan- 
tities of 100 or more. 


This volume is written in non- 
technical language and abundantly 
illustrated with diagrams. It pre- 
sents the stitch-in-time viewpoint. 
It covers the entire range of house 
repair and maintenance problems. 
Jobs requiring the attention of the 
licensed tradesman are carefully 
distinguished from those which 
may be performed by the house- 
holder himself. There is a compre- 
hensive check-list, which will guide 
him not only in making repairs, but 
in the points to look for in the se- 
lection of a prospective home. 


Check Protector Available 
As Account Opener Premium 


Empire Specialties Service of 55 
Sunnyside Station, Long Island City 
4, N. Y., have been appointed dis- 
tributors for a pocket-size Check 
Protector which any bank may use 
as an account-opener premium, or 
to seil to depositors at cost as a 
self-liquidating premium. 


Pro-Chack— J 


The protector is shaped like a 
fountain pen—but is a trifle larger 
in diameter. It is a precision instru- 
ment with a tooled steel perforating 
wheel and a ten-mile ink supply 
which is automatically fed by a 
patented process. It protects checks 
against tampering and raising—and 
“is just the thing for the smaller 
depositor who does not want to 
spend much money for the protec- 
tion he needs,” according to the 
manufacturers. 

The operation is simple. After the 
check is filled in, it is laid upon a 
blotter or similar surface, the pro- 
tector is rolled across that part of 
the check where name and amount 
appear, and the paper is so per- 
forated and inked that no forger 
would attempt to waste his time 
trying to alter or raise the check. 
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Cycle Tape Minder 





Versatile Air Circulator 


A new air circulator that can be 
used as a desk or floor model circu- 
lator, wall or window fan, or porta- 
ble traveling fan has been an- 
nounced by Modern Utilities Com- 
pany of St. Louis, Mo. 


The unit, which has been named 
the Trav-L-Air because of its port- 
ability, is enclosed in a chromed 
spiral grill with a detachable front 
guard and deflector. When in place 
the deflector circulates the air out- 
ward in every direction and the 
unit serves as a desk or floor model 
air circulator. When the guard is 
snapped off the unit then becomes 
a straight fan and can be used on 
the window sill to exhaust hot, stale 
air or to draw in cool outside air. 

The adjustable stand can be used 
as a hanger to make a wall bracket 
fan of the unit. The stand can be 
removed for packing so that the 
Trav-L-Air occupies space of only 
11% inches by 11% inches in a 
traveling bag. : 

Additional information about the 
versatile air circulator may be ob- 
tained from the Modern Utilities 
Company, 2400 DeKalb Street, St. 
Louis 4, Mo. 


Decreases Proving Problems 


Organizations using IBM proof 
machines as well as those with NCR 
machines will be interested to know 
that their proving operations can 
be completed in less time with the 
aid of the new Cycle Tape Minder. 
This compact machine, designed by 
an employee of a California bank, 
automatically receives and prepares 
your master proof tape for flat filing 
and can be easily mounted on either 
type of proof machine. 

Waste baskets may resume their 
original purpose instead of remain- 
ing behind the machine to catch the 
tumbling tape, for the Tape Minder, 
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Progressive Farmers Build FUTURES 
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MM Cultivators Keep Fields Clean for 
aximum Production 
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As a farmer prospers, so does his brother in the city. A farmer prospers only 
if his crop yields are large . . . if the crop can be tended and harvested eco- 
nomically. That's why farmers everywhere look to MM.to provide the Mod- 
ern Machines, Visionlined Tractors and Power Units that will sow, culti- 
vate and harvest their crops economically and eet: MM Modern 
Machines make it possible for them to produce and 

at the same time conserve the soil’s fertility for posterity. 





maintaining a constant tension, 
slowly and evenly winds the tape 
on a metal reel as it comes from 
your machine. The operator may 
quickly check errors without leav- 
ing her chair or another clerk may 
inspect the tape from the rear of 
the machine without interrupting 
the work of the operator. Tests 
have proven that the Tape Minder 
will pay for itself within a year 
through actual time saved, more 
efficient operation, and the omission 
of a second employee for checking 
and folding. 

With the steady tension on the 
tape, overprinting and reverse loops 
are virtually eliminated and when 





.» THEIRS and YOURS 
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arvest large crops and 


COUNSEL and CREDIT HELPS EVERYONE 
Just as MM helps agriculture to be- 
come a stable modern industry, so 
do bankers help by recommending 
the use of modern machinery as a 
long range investment for their farm 
clients. Bankers know that MM Mod- 
ern Machines and Visionlined Trac- 
tors are sound investments for the 
farmer, foragricultureand the nation. 


MINNEAPOLIS-MOLINE 
MINNEAPO MINNESOTA 


MM Visionlined Design Gives 
® Better Vision for Careful Crop 





an error in the listing is detected, 
the operator will pull back the tape 
(which will automatically rewind) 
and check the difference herself, or 
simply flip a switch and a small 
red call signal lights up to attract 
the attention of the floor supervisor 
who will check the tape and the 
items involved while the girl con- 
tinues her proving operation undis- 
turbed. 

A companion-product of the Tape 
Minder is the Cycle Tape Reader. 
A device consisting of two reels 
similar to those on the Tape Minder 
to which you may attach your tape 
when checking listings. The reels 
are manually turned in either direc- 
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COUPON 
COMPANY 


INSTANT SAVINGS 


You don't have to wait months 

or years to realize on your im- 

provement when you begin using 

Payment Coupon Books on your 
Time Credit Accounts. Results are 
instant. They begin the first day 
and continue to pay every day, 
thereafter. 

You can count on Allison to 
recommend, as well as manufac- 
ture the right type of Payment 
Book for your particular pur- 
poses. The kind that gets better 
results and are low cost in use. 
Write for complete information. 


Allison Coupon Co., Inc. 


Indianapolis 6, Indiana 


APPROVED 
REQUIREMENTS 


Powerful leverage enables user, 
with one hand, to attach cord 
and pull until the seal pin is 
forced through the thick folds 
of canvas bag. Increased lever- 
age affords perfect die impres- 
sion even with light pressure 
when deforming seal. Yet Press 
weighs only 17 ozs! 


PURE LEAD SE 


“Steel Strong’ Lead Seals comprise 4 holes 
fitted with cable-laid hemp cord and pin. 
Made of pure non-porous lead that will not 
break like a moulded seal made of cheap lead. 
Seals, with cord, packed in bundles of 50, all 
some size; Pins different lengths. 


The C. L. DOWNEY Company 


HANNIBAL missouri 


Worlds Largest Mir. of Coin Wrcpapers 

















tion for checking and the tape re- 
mains even, neat, and always under 
control. 

Firms interested in receiving fur- 
ther information on the Cycle Tape 
Minder or Reader, may write direct 
to the Cycle Equipment Company 
at 461 Market Street, San Fran- 
cisco, Calif. 


| American Express Warehouse 


Promotes Three Officers 


Embarking on a major expansion 
program, American Express Field 
Warehousing 


Corporation has 


announced the 


| elections of 
| Lewis E. Ban- 
| ford as vice 


president in 
charge of na- 
tional warehouse 
operations and 
Fred H. Turner, 
Jr., aS supervis- 
ing inspector of 
eastern operations. The company 
also announced the appointment of 
Gerard H. Rupprecht, formerly su- 
pervisor of all eastern activities for 
Lawrence Warehouse Co., as special 
sales representative in the New 
York area. The expansion program 
has resulted in the recent opening 
of offices in Philadelphia, Baltimore 
and Washington, D.C., and in the 
announcement of plans for the 
opening of offices shortly in Boston, 
Jacksonville and other key indus- 
trial cities. 


Lewis E. Banford 


New Ajax Service Stamps 


A new line of service stamps has 
been announced by Time Date & 
Number, inc., 368 Broadway, New 
York 13, N. Y. This firm was re- 
cently formed in order to provide 
a single source for all types of time, 
date, and numbering equipment, 
with special emphasis on unusual 
problems. The firm is associated 
with the Ajax Time Stamp Com- 
pany, manufacturers of bank equip- 


| ment such as check certifiers, time 


stamps, and similar items. 
The illustration shows the new 


| Ajax Service Dater which is now 


available for the first time with a 
one way automatic ribbon feed. The 
constant movement of the ribbon in 
the machine insures excellent im- 


pressions at all times. Normally, 
the machine is furnished with a 
large brass die plate measuring 2% 
inches in height, by 2 inches in 
width, which allows plenty of room 


Ajax Service Dater 


for engraving. Should banks be in- 
terested in using the machine for 
more than one purpose, a six-sided 
changeable word cylinder can be 
furnished. Each of the six sides on 
this word cylinder can be engraved 
with words such as, RECEIVED, 
PAID, DEPOSITED, FILED, etc. 
The machine is simple in construc- 
tion and very sturdy, state the man- 
ufacturers. 

This machine is also available in 
two additional models, a numberer 
with automatic consecutive action, 
and a combined dater and numberer 
with automatic consecutive action 
in the numbering section. 

All three models lend themselves 
well in carbon copy work. Snap 
out forms and other carbonized 
forms are easily penetrated. Good 
results have frequently been ob- 
tained through forms which have 
as many as ten parts. 





a ae ee ee a a a a as 


STANDARD TUBULARS : 


CLEARER PRINTING 
EASILY OPENED 
HEAVY 

WEIGHT 


A 
Complete Line 
of Money Wrappers » 


STANDARD PAPER GOODS MFG. CO. 
Worcester 8, Mass. 
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Endorsement Viewer Proves 
Popular Mailing Piece 


A little mailing piece soon to 
reach record proportions in its popu- 
larity, is the Endorsement Viewer 
currently being distributed by the 
Continental Illinois National Bank 
and Trust Company of Chicago. 


Though the viewer was originally 
prepared solely for distribution to 
the bank’s customers, word of its 
usefulness spread so rapidly that the 
bank is already nearing the 7000 
mark in unsolicited and solicited 
mailings. Additional requests are 
being received daily. 

Frederick E. Gardner of the Cen- 
tral Proof Department, its originator, 
described the little device for the 
first time in the December, 1949, is- 
sue of Bankers Monthly. Return 
item tellers at the Continental had 
been using the viewer for many 
months prior to that time and had 
often commented on its value in 
bringing to light partially obliterat- 
ed bank endorsements. 

The attractive viewer measures 3 
x 5 inches with a terra cotta single 
ply cover and a green spiral binder. 
It contains two single sheets of 
transparent plastic, the one red and 
the other blue, and opens like a 
small book. 


Because of the binder arrange- 
ment, the cover can be completely 
opened, allowing full use of either 
viewer. The red viewer-when placed 
over endorsements stamped in red 
ink subdues or totally obliterates 
them, while the blue viewer serves 
to do the same for endorsements in 
blue or green ink. 

Instructions for use of the viewer 
are neatly imprinted on both the 
front and the back together with the 
bank’s name. 


Sylvania Electric Offers 
Fluorescent Light Series 


A new series of matching com- 
mercial-type fluorescent lighting 
fixtures of different lengths which 
can be joined together so closely 
that they give the appearance of 
one long sweep of light has been an- 
nounced by Sylvania Electric prod- 
ucts Inc., 500 Fifth Ave., New York 
18, N. Y. with the introduction of 
its new Trimline two- and four- 
lamp fixtures. 


Each fixture in the new line is 








All-Metal PERPETUAL CALENDARS 
For Counters—Safe Deposit Booths—Walls 


in Bronze, Brass or Chrome 


A complete, perpetual calendar with 
hinged top. Contains lifetime enameled 
Bakelife Inserts for days, months and 
dates. Furnished single or double-faced 
for one or two sides of writing counter. 


No. Base Measurement 

C-1 81." wide x 1%” deep 
CD-1 81%” widex 3” deep 
C-2 11” wide x 2%” deep 


CD-2 11” widex 5” deep... 
C-3 14” widex 3” deep... 
CD-3 14” widex 6” deep... 





eee 





Height Price Each 
wat eae n ee $13.50 (Single Face) 
Va AE aacedate 25.00 (Double Face) 
Pe. eee 18.00 (Single Face) 
SS ee 34.00 (Double Face) 
Sv cdtetaaawad 24.50 (Single Face) 
ingen cote 47.00 (Double Face) 


VERTICAL CALENDARS 


Same high quality and choice of three finishes. Complete with Bake- 
lite inserts stored in Calendar. Hinged cover for sliding inserts in 


and out. 
No. Base Measurement Height Price Each 
C-4 6%," wide x 2” = deep........ Panaseced $13.50 (Single Face) 
C-4a 43," wide x ¥," deep........ geen 12.75 (No Base—For Walls Only) 
(0-4 63," wide x 41/5" deep........ a 25.00 (Double Face) 
Also Name Plates * Holiday Tablets ° Special Plates 


REPLACE YOUR WORN CELLULOID OR CARDBOARD INSERTS WITH NEW, 
NON-WEARING BAKELITE ENGRAVED LETTERS AND NUMERALS 


For Prices Send Us Samples of Sizes You Use 






} 3 PARK PLACE ° 


BANK PRODUCTS COMPANY 


ESTABLISHED 1930 





NEW YORK 7, N. Y. . CO 7-3590 





equipped with louver shielding, 
decorative end pieces and plastic 
shielding panels running the length 
of the fixture on both sides. The 
units can be joined in such a way 
as to give a continuous louvering 
effect with no joining bands at the 
junction of the separate fixtures. 

Carrying the designation CL 
(commercial louvered fixtures) be- 
fore each unit, the new Trimline 
series comes in both two-and four- 
lamp versions, with either standard 
start or instant start lamps, in both 
four-and eight-foot lengths, and 
with either 25° or 45° lengthwise 
shielding. All units have a cross- 
wise cut-off angle of 35°. The en- 
tire series can be mounted individ- 
ually or in continuous rows directly 
on the ceiling or suspended from it. 


Prospect Control 
Booklet Offered 


A new booklet on the advantages 
of prospect control with records has 
just been published by Remington 
Rand Inc. Emphasizing that “to- 
day’s prospects are tomorrow’s 
profits,” the booklet describes two 








modern record systems designed to 
keep management in close control 
of sales development. 


The two systems outlined are the 
Prospect Development and Service 
Follow-up Visible Record System, 
a combination of Kardex records 
which forms “a day-to-day and 
week-to-week working plan of sales 
strategy, but requires only a mini- 
mum of time for checking and post- 
ing,” and a Prospect Record Folder 
system, an application of visibly sig- 
nalled vertical folders for those who 
prefer a record requiring no tran- 
scriptions. 

Both are designed to help sales 
management “develop, direct and 
concentrate sales effort in order to 
analyze prospects, cut cost per sale 
and increase total sales,” accord- 
ing to the booklet. “With planned, 
systematic control of prospect rec- 
ords, you more than pay for the 
records with a fraction of the gains 
in sales and good will.” 


Identified as KD 539, the booklet 
may be obtained at any Remington 
Rand Branch office or by writing 
to the home office at 315 Fourth 
Avenue, New York 10, New York. 


49 


Gauks aud Gaukerw 


Federal Reserve Advisory 
Council Elects Officers 


Edward E. Brown, chairman of 
The First National Bank of Chicago, 
was re-elected president of the fed- 
eral advisory council of the Federal 
Reserve System for 1950. Robert V. 
Fleming, president and chairman of 
the Board of The Riggs National 
Bank, Washington, D. C., was 
elected vice president. 


Newly elected directors are: N. 
Baxter Jackson, chairman of the 
board, Chemical Bank & Trust 
Company, New York City; Freder- 
ick A. Potts, president, The Phila- 
delphia National Bank, Philadel- 
phia; Sidney B. Congdon, president, 
The National City Bank of Cleve- 
land. The preceding men constitute 
the executive committee of the 
council. 

Herbert V. Prochnow, vice presi- 
dent of The First National Bank of 
Chicago, was re-elected secretary. 





FOUND! 


A way to promote new 
loan business for your 
bank. 

IMPACT 


the weekly news letter of 
business significance de- 
livers a personalized mes- 
sage geared to sell the 
many services of your 
bank. 

For further information 
about IMPACT, fill out and 
return the coupon below. 








Se eeeSeeee2= COUPON® @ 2 ee ee e808 


BUSINESS NEWS ASSOCIATES, Inc. 
53 Broadway 
New York 6, N. Y. 


Gentlemen: Please send me information on 
how IMPACT can increase our loan business. 
No obligation, of course. 


NAMB ......... 


ADDRESS . 








W. H. Hitzelberger Lawrence C. Freir 


W. H. HITZELBERGER was elected 
vice president of the Republic Na- 
tional Bank, Dallas, Tex., and will 
assume his new duties about April 
15th. 


JOHN P. ANDERSON has been ap- 
pointed a vice president of the 
First National Bank and Trust 
Company of Paterson, N. J. 


R. W. SHANNON has been ap- 
pointed general inspector at the 
head office of The Royal Bank of 
Canada in Montreal. 


The Southern Division of the 
ASSOCIATION OF BANK WOMEN will 
hold its regional meeting in Bir- 
mingham, Ala., April 22-23. 

J. Burt Morse, formerly assist- 
ant vice president, has been elected 
vice president of the Republic Na- 
tional Bank of Dallas, Tex. 


FRANK R. SWAN was recently 
elected to the post of assistant vice 
president of the City National Bank 
& Trust Company of Oklahoma 
City, Okla. 

WALTER H. Boyp, JR., has been 
elected assistant secretary of the 
Marine Midland Group, Inc., Buf- 
falo, N. Y. 

D. CLAYTON ARNOLD was pro- 
moted to vice president of the Na- 
tional Bank of Tulsa, Okla. 

GEORGE J. McCGONIGAL, formerly 
vice president, has been elected 
president of the Idaho Bank & 
Trust Company of Pocatello. 

BENJAMIN O. COOPER, Illinois 
state auditor of public accounts, 
realizing the need for a ready ref- 
erence for businessmen as well as 
bankers, has had compiled a list- 
ing, soon to be published, showing 
the hours each bank in Illinois is 
open to the public. 


Chase Promotes Staff Members 


Earle W. Allen and Lawrence C, 
Freir have been appointed vice 
presidents of the Chase National 
Bank of New York. 


Mr. Allen will have charge of the 
bank’s commercial business in New 
York State and New Jersey. Mr. 
Freir, who for twelve years has 
been the bank’s Pacific Coast rep- 
resentative with an office in San 
Francisco, will return to New York 
to succeed George D. Smith as vice 
president in charge of the bank’s 
business in the Far West. 


Robert J. Whitfield, heretofore 
vice president directing the bank’s 
New York State-New Jersey busi- 
ness, will have charge of the New 
York City district. Associated with 
him will be Mr. Smith, vice presi- 
dent, Robert C. Dallery, second vice 
president, and Timothy J. Kelly, 
who has been promoted to second 
vice president from assistant cash- 
ier. 

Additional official promotions an- 
nounced are as follows: Dudley L. 
Barrow as second vice president in 
the branch administration depart- 
ment; George H. Albrecht as assist- 
ant cashier in the insurance depart- 
ment; Robert J. Bolson as assistant 
cashier in the correspondence de- 
partment; Edwin B. Heyes, Jr. as an 
assistant manager of the branches. 


The First National Bank of Phil- 
adelphia has announced the ap- 
pointment of NELSON D. WARWICK 
as assistant trust officer. 


Sunday May 7th as well as May 
8th and 9th have been set for the 
First Northern Mid-Continent Re- 
gional Conference of the NATIONAL 
ASSOCIATION OF BANK AUDITORS 
AND COMPTROLLERS. Meetings will 
be held at the Fort Shelby Hotel in 
Detroit, whose entire facilities have 
been made available for this event. 
Outstanding specialists in all phases 
of banking but particularly in Au- 
diting, Accounting and _ related 
fields have accepted speaking as- 
signments. 
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BEN H. Woo- 
TEN recently as- 
sumed his new 
duties as presi- 
dent of the First 
National Bank in 
Dallas, Tex. He 
was formerly a 
vice president of 
the Republic Na- 
tional Bank. 


R. H. OXLey has been elected 
vice president of Bankers Trust 
Company of New York. Two other 
members of the London office staff, 
E. F. Bray and A. W. MELLows, 
were advanced to deputy managers. 





Ben H. Wooten 


Business as usual was the theme 
at the Republic National Bank of 
Dallas recently. But the flower- 
bedecked bank lobby, and an open 
house from 2 to 5 p.m. marked the 
institution’s 30th anniversary. 


THE AMERICAN SAFE DEPOSIT AS- 
SOCIATION will hold its 1950 con- 
vention in Chicago on May 25-27. 
The Illinois Safe Deposit Associa- 
tion will serve as host for this con- 
vention which will have its head- 
quarters in the Congress Hotel. 


EDGAR FLIPPEN, former president, 
was elevated to chairman of the 
board, and NATHAN ADAMS, former 
chairman, was made honorary 
chairman. 


W. A. MAuRER has been elected 
an assistant vice president of Cali- 
fornia Bank, Los Angeles. He was 
formerly vice president and assist- 
ant trust officer of the Empire Na- 
tional Bank of St. Paul, Minn. 


AIB Names Convention's 
Departmental Conference Heads 


Leaders for the five departmental 
conferences to be held as part of 
the Golden Anniversary Conven- 
tion of the American Institute of 
Banking in Minneapolis, Minn. 
during June 11-16 have been an- 
nounced as follows: 

Bank Management and Opera- 
tions Conference: H. Waldo Graff, 
vice president, American National 
Bank of Beaumont, Beaumont, 


Tex.; Business Development and 
Advertising Conference: David L. 
Colby, vice president, The Boat- 
men’s National Bank of St. Louis, 
Mo.; Credits Conference: J. Vin- 
cent O’Neill, executive vice presi- 
dent, Mercantile National Bank of 
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Ala BANK ARCHITECTS & ENGINEERS 


Bankers employ us for complete or special services including: 


@ Initial discussion and analysis of their building needs: 


@ Preliminary plans and cost estimates for either 
alterations or new buildings: 


@ Finished drawings and specifications for construction: 
@ Supervision of construction: 
@ Interior design, lighting, decorations, furnishings. 


We invite correspondence on any phase of the planning of bank buildings. 


TILGHMAN MOYER COMPANY 
ALLENTOWN, PENNSYLVANIA 


Chicago, Ill.; Savings and Mortgage 
Conference: George O. Nodyne, 
vice president, East River Savings 
Bank, New York, N. Y.; and Trust 
Business and Investments Confer- 
ence: S. J. Kryzsko, president, The 





























































Winona National and Savings Bank, 
Winona, Minn. 

Arrangements for the confer- 
ences are in charge of Garnett A. 
Carter, vice president of The Ful- 
ton National Bank, Atlanta, Ga. 


Security-First Counter Display Stimulates Loans 


The counter display shown on 
this page is currently being used 
by Security-First National Bank of 
Los Angeles in all of its branches 
throughout the southern half of 
California to stimulate auto loans. 
D. Z. Albright, vice-president and 
manager of the bank’s Consumer 
Credit Department says the little 
car is an exact scale replica of a 
1908 Ford, complete even to the 





carbide tank which can be seen 
on the left running board. The au- 
tomobiles are hand made, and the 
background, depicting an old-fash- 
ioned house and couple are repro- 
duced by silk-screen process. The 
small card at the rear of the car 
says: “Grandfather had to pay cash. 
Finance YOUR new car the ‘Secur- 
ity-Way.’”’ The young lady is Gayle 
Thayer, a bank employee. 
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Philadelphia National Announces 
Plan For Small Businesses Loans 


The Philadelphia National Bank 
announced recently that $5,000,000 
has been made available for making 
loans, in cooperation with local 
banks, to small businesses through- 
out the Third Federal Reserve Dis- 
trict, including Pennsylvania, New 
Jersey and Delaware. Frederic A. 
Potts, president of the bank, in an- 
nouncing the plan said that over 
1500 banks are being circularized to 
acquaint them with the details of 
the program. 

Under the plan loans in amounts 
up to $25,000 and maturing within 
a period of three years will be made 
and serviced by the local bank. At 
the request of the local bank, The 
Philadelphia National Bank will 
accept participation up to 90 per 
cent of the loan and will allow the 
originating bank a service fee for 
handling the loan. 

As the leading commercial bank 
in the area, The Philadelphia Na- 
tional desires to supplement the fa- 
cilities of the local banks in the 
constructive development of small 
business in the district. 


In Australia 
and New Zealand 


With total assets of over 
£275,000,000 and with over 
800 branches and agencies 
throughout Australia, New Zea- 
land, Fiji, Papua and New 
this Bank is better 
equipped to facilitate trade with 
these countries than any other 
institution there. 


Guinea, 


BANK OF 
NEW SOUTH WALES 


British & Foreign Department 
Sydney, Australie. 


APZOMA STATE (ttt 66 


FIELD DAY 


the FOTME FARMERS of AMEDD 


safe, 


Bank Helps Farm Youth Organizations 


The display pictured on this page 
recently appeared in the First Na- 
tional Bank of Arizona’s head office 
window as evidence of the bank’s 
interest in farm youth Clubs. 


Recently, a Field Day was held 
at Tempe, Ariz., under the auspices 
of Arizona State College with par- 
ticipation by the Future Farmers 
of America. The First National 
Bank presented permanent plaques 
to the winners of the various classes 
as well as a substantial number of 


Financial Public Relations 
School To Meet In July, August 


Organized in 1948 by the Finan- 
cial Public Relations Association in 
cooperation with Northwestern 
University, the School of Financial 
Public Relations offers a two-year 
course consisting of two two-week 
sessions. Six practical public rela- 
tions problems and a project are 
assigned for completion between 
the two sessions. 

Each two-week summer session 
comprises 5 classroom hours with 
distinguished instructors and 7% 
seminar hours. The seminars con- 
sist of open-floor discussions of 
problems presented by the students. 


The School uses the facilities of 
the Chicago Campus of Northwest- 
ern University located along Lake 
Michigan on Chicago’s near north 
side. Enrollment of first-year stu- 
dents is limited to 50. 


other awards such as belts, buckles 
and the like. 

Authorities of the bank’s live- 
stock loan department have long 
been interested in these youth or- 
ganizations and have undertaken to 
sponsor loans by individual boys 
for the projects they have adopted. 
The bank thus hopes to aid in 
teaching youngsters the fundamen- 
tals of business and an appreciation 
of the need for business knowledge 
by the farmer and rancher. 


The School is planned and con- 
ducted to provide a well-rounded, 
practical background for individ- 
uals concerned with public rela- 
tions, advertising and new business 
development in financial institu- 
tions. 

Students both in 1948 and in 
1949 were enthusiastic in their 
praises of the School and the high 
quality of the instruction available. 
The contacts and friendships made 
among the students, representing 
banks in various sections of the 
country, were also stimulating and 
valuable. 

For full information and applica- 
tion blanks write Preston E. Reed, 
executive vice president, Financial 
Public Relations Association, 231 
South La Salle Street, Chicago 4, 
Ill. Applications for the 1950 session 
must be completed and returned 
by May Ist. 
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Denver Chapter AIB Sponsors 
Successful School Program 


A few months ago the Denver 
Chapter of the American Institute 
of Banking launched its 1949-50 
public relations program with a 
“behind the scenes” visit to the First 
National Bank of Denver. Eighty- 
six teachers, principals and school 
executives, including members of 
the board of education made the 
tour. 

But that was only the beginning, 
according to James K. Sanbourne, 
Denver National Bank officer and 
chairman of the public relations 
committee of the Denver chapter 
who supplied this recént bit of in- 
teresting information about the con- 
tinued success of the program: 

“Since the teacher tour, 20 talks 
have been given to 1,086 students 
in the junior and senior high schools, 
and there have been eight visita- 
tions to the downtown banks. Word 
reaches us that a great many more 
classes are planning for talks and 
bank visits, and these invitations 
probably will follow the usual pat- 
tern of building up towards the end 
of the school year. 

“As the system operates in Den- 
ver, the teachers plan well ahead 
for our speakers, preparing the 
questions that they’d like bankers 
to answer. This, in itself, assures 
wide - awake audiences for our 
speakers—no student goes to sleep 
when a question he has asked is to 
be answered by the speaker! 

“Right now our speakers are by 
way of adapting their talks to plac- 
ing considerably more emphasis 
upon ‘Thrift’—not from the point 
of view simply of trying to encour- 
age more savings accounts but from 
the broader perspective of thrift as 
the foundation of our economy. 
We’re concerned with re-emphasiz- 
ing a virtue almost forgotten since 
the ’30s, and are trying in all fair- 
ness to point out that banks are 
just one place where money may be 
saved—that money placed in piggy 
banks or government bonds or 
loaned to enterprise is as surely 
saved, though with varying degrees 
of safety. 

“It’s an interesting field of en- 
deavor. We feel we have suc- 
ceeded far beyond our expectations 
in winning the support and coop- 
eration of the schools. Part of that 
support has come from such meet- 
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ings as reported in the release of Norton, Kansas, Bank Gives 


October 7th. By far and away more Teen-Agers Game Room 
support has come from our rigidly 
adhering to the principle that there Thanks to the First State Bank 
be no commercializing—no exploit- Of Norton, Kansas, the teen-agers 
ing of one bank over another or of i” that city have a recreation room 
banks themselves over other types Where they can go to have fun. 
of enterprise. Every Monday, Wednesday, Satur- 
“The one thing we do hammer day nights and Sunday afternoon 
on—and for all it’s worth—is the the young people in Norton assem- 
American System of Individual En- ble in the converted basement of 
terprise. In this, as in our other ef- the bank to play ping pong, shuffle 
forts to date, we have the 100% _ board, billiards, cards and other 
backing of the schools.” games. Kitchen equipment is avail- 
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able, too, for fixing light snacks. 

Everyone is welcome to visit the 
game room at any time that it is 
open. The only restrictions are that 
good conduct and respect for 
equipment be observed. Although 
co-originators William Rouse, presi- 
dent of the bank, or Guy Allen, vice 
president are usually around the 
recreation room, there is no offici- 
ally supervised program. 

Game room facilities are avail- 
able for adult parties and special 
groups on other nights when re- 
quested. There is no charge. More 
than 150 teen-agers have signed 
the game room register. 


Seven Puerto Rican banks, oper- 
ating 30 branches, have joined 13,- 
500 of their mainland and terri- 
torial counterparts as members of 
FEDERAL DEPOSIT INSURANCE COR- 
PORATION. The seven banks are as 
follows: Roig Commercial Bank, 
Humacao; Banco Credito y Ahorro 
Ponceno, Main office Ponce and 11 
branches; Banco de Ponce, Main 
office Ponce and 9 branches; Banco 
de Economias y Prestamos, San 
German; Banco de San German, 
San German; Banco Popular de 


Puerto Rico, Main office San Juan 
and 10 branches; and Credit Union 
Bank, San Juan. 


Over 500,000 school children in 
four states and approximately 200,- 
000 in Illinois recently heard ex- 
plained the facts of banking and 
mortgage loans over Radio Station 
Prairie-Farmer—WLS. 

The special broadcast, “Rusty 
Talks to a Banker” was one of the 
adventures in Freedom series of the 
School Time programs of WLS 
which have been on the air for 
fourteen years. 

This series of broadcasts written 
by Josephine Wetzler, Educational 
Director of Prairie Farmer—WLS 
won the 1949 DuPont award, one 
of the most coveted honors in radio 
broadcasting. Basis of the award 
was, “outstanding and meritorious 
service in encouraging, fostering, 
promoting and developing Ameri- 
can ideals of freedom and for loyal 
and devoted service to the nation 
and to the community.” 

The program featured the ex- 
ploits of a popular teen-age young- 
ster named “Rusty Gordon” who 
helped avert a family crisis by talk- 
ing to the local banker and inter- 
esting him to lend his father suffi- 
cient money to purchase the store 





















COVERING ARIZONA 


You are cordially invited tu 
use our state-wide facilities for all 
your Arizona transactions. Our 
twenty-nine offices located in 11 
of Arizona’s 14 counties serve 
90% of the state’s population. 











| SERVING 74 ARIZONA 
VALLEY NATIONAL BANK 


29 FRIENDLY CONVENIENT OFFICES 
Home Office — Phoenix, Arizona 





FEDERAL DEPOSIT INSURANCE CORPORATION 
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School Children Learn Financial Facts Via Radio 


Officials of Illinois Bankers Association and Radio Station Prairie Farmer—WLS 
confer on script of “Rusty Talks to a Banker.” 

Left to right: C. A. Hemminger, Vice Chairman, Committee on Education and 
Public Relations, 1!.B.A., assistant cashier, American National Bank and Trust Com- 
pany, Chicago; B. J. Schwoeffermann, Chairman, Committee on Education and Public 
Relations, 1.B.A., president, First National Bank in Chicago Heights; Harold Safford, 
Program Director, WLS; Josephine Wetzler, Educational Director, WLS; Philip L. Spei- 
del, President 1.B.A., president, First National Bank of Lake Forest; Joseph R. Frey, 
Vice President, |.B.A., president Lake Shore National Bank, Chicago. 


































































building in which the family hard- 
ware store is located. 

The Committee on Education and 
Public Relations of the [Illinois 
Bankers Association under the 
Chairmanship of B. J. Schwoeffer- 
mann, president of the First Na- 
tional Bank in Chicago Heights, co- 
operated with Mrs. Wetzler in the 
preparation of the script for the 
broadcast. 

Banks encouraged parents and 
children to listen to the program 
and to supplement it with a tour 
of their respective banks. 


NABAC'S On The Firing Line— 
Thrusts Again At Bank Fraud 


Since their official declaration of 
war on bank fraud a year and a 
half ago, The National Association 
of Bank Auditors and Comptrollers 
has kept a constant campaign in 
effect and now have a new threat 
to that scourge. 

This most recent thrust against 
the forces of fraud is the “Fraud 
Prevention Bulletin Service,” dis- 
tributed to each member bank of 
the Association. The first release of 
this quarterly service, mailed 
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How do your employees — 
WANT to invest their savings? 


People are more than twice as inclined to invest their extra 


money in Savings Bonds as in any other form of savings or 
investment, according to the 1949 Survey of Consumer 
Finances*. That’s adequate proof that your employees want 
your company to have the Payroll Savings Plan, by which 
they get the convenience of obtaining bonds regularly and 
“automatically”— delivered with their pay checks. 


More than 20, companies operate Payroll Savings. 
M tk 20,000 ' perate Payroll S g 
The managements of these companies know it’s “good rela- 
tions” to provide this convenience. They can see the com- 
pany-benefits in improved worker efficiency and stability. 
They know, too, that it’s “good business”— because Payroll 
Savings boosts Bond sales, and Bond sales create a huge 
backlog of purchasing power that’s “business insurance” 
for the years ahead. 


Of course every Bond buyer builds financial independ- 


ence because his Bonds at maturity will return $4 for every 
$3 he invests. Holding Bonds, moreover, helps him to realize 
he’s making a profit on his job ... makes him more resist- 
ant to influences which are unfavorable to our economic 
system. 


It’s easy to install Payroll Savings 


Don’t think that installing Payroll Savings is “a lot of 
work.” All you need to do is appoint one of your top execu- 
tives as Savings Bonds Officer and tell him to get in touch 
with your State Director, Savings Bonds Division, U. S. 
Treasury Department. The State Director will provide ap- 
plication cards, promotional material, and as much personal 
help as necessary. Remember— Payroll Savings pays! 

* Sponsored by the Board of Governors of the Federal Reserve System 


and conducted by the University of Michigan. Based on 3,500 inter- 
views in 66 sampling areas throughout the nation. 


The Treasury Department acknowledges with appreciation the publication of this message by 
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This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and The Advertising Council. 
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March lst, contained six actual de- 
falcation cases as well as detailed 
controls for those cases. For obvious 
reasons, the bulletins are being 
prominently marked “Confidential” 
and members are urged to keep 
them under lock and key. 

These bulletins are made possible 
through the cooperation of The 
Surety Association of America, 
which reports case histories of de- 
falcations, with no mention of 
names or other identifying data, to 
NABAC’s Committee on Auditing 
Methods and Procedures, headed 
by D. J. MacDonald, assistant audi- 
tor, Northern Trust Company, Chi- 
cago, Illinois. 

Mr. MacDonald and his commit- 
tee are designing detailed audit 
procedures after a thorough study 
of each case. 

When NABAC made its declara- 
tion of war, it spearheaded its ini- 
tial campaign by urging the adop- 
tion of “An Audit Program in Every 
Bank—Regardless of Size’? and an 
educational program was instituted 
to stress the necessity of a thorough 
audit program. Assistance was of- 





AMERICAN BANKERS ASSOCIATION 


June 19 to 


STATE ASSOCIATIONS 





CALENDAR OF EVENTS 


April 23-25—Executive Council, French Lick Springs Hotel, French Lick, Ind. 
June 11-16—50th Anniversary Convention, A.1.B., Nicollet Hotel, Minneapolis, Minn. 


July 1—The Graduate School of Banking, Rutgers University, New Brunswick, N. J. 
Sept. 24-27—Diamond Anniversary Convention, New York, N. Y. 


April 19-20—Georgia, General Oglethorpe Hotel, Savannah. 


fered to every bank in the nation 
through the “Audit Schedule Con- 
trol Book” published and distrib- 
uted free by NABAC. 

Other means employed to stress 
the need for audit programs were 
local conference meetings, regional 
and national conventions and the 
Association’s, monthly publication, 
Auditgram. 

Another attack in NABAC’s war 
on bank fraud was made last sum- 
mer when a special folder, statis- 
tically and graphically illustrating 
the threat of fraud, was mailed 
with a covering letter to every bank 
in the country. 

Another important aid to banks 
was NABAC’s “Direct Verification 
Manual.” This 54-page_ study, 
printed in May 1949, brought to- 
gether for the first time the thought 
and experience of banking groups 
throughout the country concerning 
the best procedure for handling this 
important audit function. 

NABAC has received widespread 
recognition for its anti-fraud activ- 
ities, especially among supervisory 
authorities. 
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April 23-25—Lovisiana, Roosevelt Hotel, New Orleans. 
May 3- 5—Missouri, Hotel Statler, St. Louis. 

May 8-10—North Carolina, The Carolina, Pinehurst. 
May 10-11—Indiana, Claypool Hotel, Indianapolis. 
May 10-11—Ohio, Neil House, Columbus. 

May 10-12—Kansas, Wichita. 


May 15-16—Maryland Traymore Hotel, Atlantic City. 
May 15-16—Texas, Texas Hotel, Fort Worth. 


May 18-19—Oklahoma, Skirvin Hotel, Oklahoma City. 


May 10-12—New Jersey, Traymore Hotel, Atlantic City. 


May 17-19—Pennsylvania, Traymore Hotel, Atlantic City, N. J. 
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OTHER ORGANIZATIONS 


Tulsa, Okla. 


Hotel, New York, N. Y. 


Miami, Fla. 
York, N. Y. 


Detroit, Mich. 


May 18-19—Tennessee, Peabody Hotel, Memphis. 

May 19-20—North Dakota, Dacotah Hotel, Grand Forks. _ 

May 19-20—South Carolina, Francis Marion Hotel, Charleston. 

June 5- 7—lllinois, 59th Convention, Sherman Hotel, Chicago. 

Nov. 9-11—Arizona, Annual Convention, Arizona Biltmore Hotel, Phoenix. 


April 2- 4—NABAC, First Southern Mid-continent Regional Conference, Mayo Hotel, 
April 10-11—Mortgage Bankers Association, Eastern Mortgage Conference, Commodore 


April 14-15—Independent Bankers Association, Savery Hotel, Des Moines, la. 
April 18-21—NABAC, Eastern Regional Conference, Columbus and McAllister Hotels, 


May 4- 6—National Association of Mutual Savings Banks, Hotel Commodore, New 
May 7- 9—NABAC, First Northern Mid-continent Regional Conference, Fort Shelby Hotel, 
May 11-13—New York Safe Deposit Association, Queensbury Hotel, Glens Falls, N. Y. 


May 17-19—NABAC, Fifth Western Regional Conference, Olympic Hotel, Seattle, Wash. 
Sept. 17-22—Financial Public Relations Association, Hotel Statler, Boston, Mass. 
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**When others failed to provide satisfactory 
plans for our proposed building expansion, we 
engaged your organization of specialists. Your 
translation of our basic needs into functional 
architecture gave us a banking room of unusual 
beauty .. . new quarters which are the essence 
of operational efficiency. We highly recom- 
mend your ability to design new banking 


quarters . . . from a banker’s point-of-view!”” 


HUBBARD KLEINSTUCK, President 


THE FIRST NATIONAL BANK & TRUST COMPANY OF KALAMAZOO 
Kalamazoo, Michigan 
Capital Funds: $2,516,000 © Resources: $52,297,000 


is 
Equipment Corp ovlion 


OF AMERICA 
NINTH & SIDNEY STS. ST. LOUIS 4, MO., U.S. A. 
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ALLEN W WALES 


ALLEN-WALES ADDING MACHINE DIVISION 
OF | 
THE NATIONAL CASH REGISTER COMPANY 
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